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A SUPERIOR CLOTH 
WITH OUTSTANDING QUALITY 


Drawn From Open Hearth 
Copper Bearing Steel 


Drawn One-Quarter Gauge 
Over-Size 


Electro-Plated with 
8% to 10% Zinc Coating 


Covered with Heavy Coat 
Transparent Varnish 
GAUGES EACH WAY OUR OTHER 
12 Mesh, No. 33 gauge BRANDS OF CLOTH 


each way. 
14 Mesh, No. 33 gauge Cortland Black Enameled 
each way. ia 
tate: ts 20 gine White Metal Finish 
filler. Wickwire Premier 
No. 34 gauge warp. Wickwire Bronze 


a pa _—— Wickwire Copper 


YOUR JOBBER WILL SUPPLY YOU 


WICKWIRE BROTHERS 


Entire Factory and Offices 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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LAMSON & 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


§ Lamson bolts 
make good on 
any job you 
give them 


Whether for a bridge, a plow 
or an automobile, Lamson bolts 
are all made to a quality standard 
that acknowledges no superior. 
Regardless of the purpose for 
which it is used, a Lamson bolt 
made for that purpose will be the 
finest bolt that money can buy. 
In thread accuracy, in strength 
and in finish — Lamson bolts set 
a standard not easily duplicated. 

Bolt buyers familiar with Lam- 
son bolt and nut products are 
aware of the unvarying quality 
put into them. They know that 
Lamson & Sessions will not ship 
any product with the Lamson 
name on it which will not sustain 
our reputation. With this know- 
ledge it is not difficult for them 
to justify their adherence to Lam- 
son & Sessions as their source 
of supply for their bolt and nut 


purchases. 
THE 
LAMSON & SESSIONS CO. 


General Offices 
Cleveland, Ohio 








published every week by the IRON AGE PUBLISHING CO., Division of United Business Publishers, Inc., 239 West 39th Street, New 
Entered as second class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. 


126, No. 22. 


Single copies 25c each. 


(Printed in U. S. A.) 
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ESTABLISHED 1819 


THE PECK, STOW & WILCOX COMPANY 


SOUTHINGTON, CONNECTICUT 


OFFICE OF THE VICE-PRESIDENT 


IN CHARGE OF SALES November 1 2 1930. 
MR. HARDWARE DEALER: 


You probably do not sell cigars in your store. We all know 
how the mothers and children find it a simple task to select 
Christmas Gifts for each other = and how invariably they wind 
up with a box of cigars for good old Dad. 


Many of the Dads among your trade will receive cigars again 
this year - unless you sell their families something else! 


We are supplying the Hardware Jobbers with a new PEXTO item: 
#500 DAD'S TOOL SET, which is something you can successfully 
and profitably substitute for those Christmas cigars. 


PEXTO DAD'S TOOL SET is packed in an attractive red box - 
equally saleable for birthday or prize as well as for Christmas. 
It retails for $5. and costs you $2.75, leaving a profit which 
merits your giving display space and selling effort to the set. 










YOU GET PAID 
FOR SELLING 


at: : X 





Content is highest quality: PEXTO = Good Since 1819 - Hamer, 
Pipe Wrench, Pruning Shear, Sorew Driver and Pliers. Colored. 
Five Items - Five Dollars. 


If in your judgment a better value would result if a Snip were 
packed in place of Pruning Shear, simply specify #501 set; 
but remember women will be selecting these sets and they recognize 


PEXTO 
No. 500 Dad's Tool Set I pruning Shears. Otherwise set and value is the same. 


$s! our 


ianmadiiillamaindll 








Each box plainly advertises itself so you may, give the set 
ample display without extra space for signs. Further, your 
cost is substantially less if you buy more than merely one or 
two sets. Electrotypes furnished upon request, 


Christmas will be here soon = order from your Jobber now. 
Specify At Once shipment. Display these sets six weeks before 
Christmas in order to catch up with your tobacco competition 
for this year's gift trade. Regardless of how poor 1930 
business has been, the Christmas or Gift Spirit will make 
itself felt - at least in $5. purchases of real utility items. 


The idea is right. The selection is excellent, The offering 
is seasonally correct. The profit is large, and yours; but 
TIME AND TRADE WAIT FOR NO STORE = ask your Jobber and ask him 
now. #500 (or #601) PEXTO DAD'S TOOL SET @ $2.75 NET. 


Very truly, 


M.J. LACEY 
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FLATTER, BRIGHTER, CLEARER 
—YET WOT HIGHER PRICED 
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LATTER—freer from waves and 
streaks and surface imperfections 








than window glass ever was before. 
Brighter—the finest, most even surface 
a fire-finished glass ever showed. And 
both sides alike—saving labor for the 
glazier. Yet the price—the same as 
ordinary glass—opens wide selling 


SMMIE 











possibilities for you. 

Let Pennvernon speak tor itself. Any 
Pittsburgh Plate Glass Company ware- 
house—they’re located in all leading 
cities—will gladly supply samples and 
fill orders promptly. And read the new 
booklet about the revolutionizing proc- 
ess by which Pennvernon is made. Just 
write to Pittsburgh Plate Glass Com- 
pany, Grant Building, Pittsburgh, Pa. 


Pennuernon 


flat drawn 
WINDOW GLASS 
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HIS merchandise is being featured in a strong and force- 

ful advertising campaign that will help you to make more 
sales to both new and old customers. Publications carrying 
the advertising include national media, national and state 
farm magazines, boys’ and scientific publications. 


Supplementing the national advertising is a complete 
assortment of counter and window displays and consumer 
folders. Proper use of this material will help you to realize 
the full sales-creating benefit of the national advertising. 


Write us direct for your Burgess display material—get 
it up and get it working for you. 


BURGESS BATTERY COMPANY 
General Sales Office: CHICAGO 
NEW YORK CHICAGO SAN FRANCISCO 


IN CANADA: 
NIAGARA FALLS AND WINNIPEG 



































SNAPLITES, 
FLASHLIGHTS 
& BATTERIES 
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1931 HARDWARE EXPOSITION 


ROCHESTER, N. Y., FEB. 17th to 20th INCLUSIVE 


29th Annual Convention 


New York State Retail Hardware Association, Inc. 


Meetings and Exposition: Edgerton Park—Headquarters: Seneca Hotel 
All Convention Sessions and Exhibit in the Same Building 


“SEEING IS BUYING” 


a great merchandiser once said. 


The time to show Hardware and sell Hardware is when 
Retailers are thinking Hardware, talking Hardware and 
consequently are in a BUYING mood. 


This 29th Annual Convention at Rochester, N. Y., af- 
fords an opportunity for Manufacturers and Jobbers 
to exhibit their lines where they will be seen and studied 
by interested buyers from all over New York State. 


The theme for this Convention, “Teamwork in Hard- 
ware Distribution,” will develop better relations be- 
tween the three branches of the trade, resulting in a 
study of products and sales methods helpful to all. 


Show your products at Rochester 


Write for Full Information to— 


JOHN B. FOLEY, Secretary 
New York State 
Retail Hardware Association, Inc. 
510 Hills Building Syracuse, N. Y. 
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= far away camps and lodges isolated from 
city and town conveniences there is now 
plenty of water for every need. In thou- 
sands of similar localities—farms, estates, 
plantations, service stations, institutions, 
schools, parks and summer resorts—distant 
from city water mains and high line power 
service, running water at the turn of a faucet . 
now brings relief from old time water prob- 
lems. 




































And the marvel of all this is that 
Myers Self-Oiling Engine Driven 
Power Pumps and Water Systems 
through simple but dependable 
service have played an important 
part in this nation wide development 
which has broken down the barriers 
of isolated activities and 
placed them on _ the 
same standard of living 
as is enjoyed by city 
dwellers. 






















































Certain it is, that here > ‘ 
is a new and profitable \ } 


market for the sale of ; 
wig 







Myers Self-Oiling Pow- 
er Pumps and Water 
Systems. A market that 
awaits every progres- 
sive dealer regardless 
of the locality he serves. 
And by virtue of sim- 
plicity, ease of installa- 
tion and operation, de~ 
pendability of perform- 
ance and extended ser- 
vice years, the Myers 
line leads the way to 
this business. 













































If you are not familiar 
with this remarkable 
line of power units 
equipped with engines 
ready for installation. 
write us today for cata- 
log and complete in- 
formation. 
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whole year 
through” 


Each succeeding 
Christmas finds 


UNIVERSAL 
Electric Ware 


More and more popular with 
' shoppers 








No. E7222 Ch. $12.50 
—- No. E9422 Ni. $10.95 
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More and more profitable for 
Dealers 






No. E9940M $9.00 


New all metal f 
Gift Box j 
No. E75447 
Chromium - 
$12.00 / 


No. E5447 Nickel 
$9.75 











IT’S TIME TO GET YOUR STOCKS 
READY FOR HOLIDAY SALES 


Order Today From Your Nearest Universal Jobber. 





Landers, Frary & Clark, New Britain, Conn. 


Master Metalsmiths for Over Three-Quarters of a Century 


No. E7384 Chromium 
$11.95 


Y No. E9384 Nickel 
$9.95 


No. E723904 Chromium $60.50 
No. E923904 Nickel $44.50 
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30th Annual 
Hardware and Housefurnishing Exhibit 


The Pennsylvania and Atlantic 


Seaboard Hardware Association, Inc. 


G10 Wesley Bidg.. 17th and Arch Streets 
PHILADELPHIA, PA. 


MR. MANUFACTURER 
MR. JOBBER 


MR. SALES AGENT 


YOU ARE INTERESTED IN MAKING MORE SALES 
TO HARDWARE STORES IN PENNSYLVANIA, NEW JERSEY, MARYLAND, 
DELAWARE AND THE DISTRICT OF COLUMBIA, AREN'T YOU? 

80% OF ALL THE DEALERS IN THIS TERRITORY 
WILL SPEND ONE DAY OR MORE AT OUR 30TH ANNUAL CONVENTION 
AND EXHIBITION, PHILADELPHIA COMMERCIAL MUSEUM, FEBRUARY 
10, 11, 12 AND 13, 1931. IN ADDITION TO THESE LIVE DEAL- 
ERS, 50,000 CONSUMERS OR USERS WILL 'SEE YOUR LINE. | 

WHERE AND HOW, AT SO LITTLE COST, CAN 


YOU MEET SO MANY PROSPECTS? WRITE US FOR FULL INFORMA-— 


TION. 


THE PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC. 
610 WESLEY BUILDING, 


PHILADELPHIA, PA. 





30th ANNUAL CONVENTION AND EXHIBITION 
Commercial Museum, Philadelphia, Pa., February 10, 11, 12, 13. 1931 





RnR Pa Bae 











HARDWARE AGE for NOVEMBER 27, 1930 























| | 8400 
: No. 8400, 1% in. 





















~ No. 8200, 1% in. EXTRUDED i sii 
BRASS METAL PADLOCKS: ae 


with Pin-Tumbler crciliitinnin IN 5 SIZES 


Here Are The Salient Features 


1. Made from a solid piece of extruded brass. 5. Extra Heavy Locking Bolt. 
2. Cylinder block wedged and pinned into 6. Two Pin-Tumbler Nickel Bronze Keys. 





case, making one integral part. 7. Four larger sizes can be Master-keyed. 
3%. Pin-tumbler Cylinder locking mechanism. 8. Attractive in Appearance, Sturdy in Con- 
4. Choice of Hardened Steel Cadmium Plated struction. 


» or Polished Brass Shackle. 
YALE HIGH QUALITY IN EXTRUDED METAL PADLOCKS 


No. 8100—1 __ in., suggested retail price, $1.85 ea. No. 8300—1% in., suggested retail price, $2.50 ea. 
No. 8200—1% in., suggested retail price, $2.00 ea. No. 8400—1 in., suggested retail price, $3.00 ea. 
No. 8500—2 in., suggested retail price, $3.50 ea. 

All of the above Padlocks can be furnished with Bronze Shackles at a slightly higher price. 


Canadian Branch at St. Catharines, Ontario 


THE YALE & TOWNE MFG. CO., STAMFORD, CONN., U. S. A. 





YALE MARKED 1S YALE MADE' 
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YOU CAN 


HOP DOWN A TREE 


WITH A HUBBARD 
SOCKET SHANK 


SHOVEL 


Swinging a Socket Shank shovel like an axe, you 
can chop down a tree... without breaking the 
shovel, impairing its balance, or affecting its 
alignment. Socket Shank is the strongest shovel 








in the world! 


Nobody expects to use a shovel as a substitute for 
an axe, but it can be done—with Socket Shank! 
A Socket Shank shovel from stock was used for the 
demonstration pictured here. Afterward, the shovel 
was examined carefully and the line and balance was 
found to be still perfect. Think of the tremendous 
strength and sturdiriess of such a shovel. An ordinary 
shovel wouldn’t last for two strokes. 

The Hubbard Socket Shank Shovel can’t break out 
at the weld, because there ts no weld—blade and 
socket are one piece of special analysis carbon steel. 
The blade won’t break, because both blade and socket 
are tempered by electrical heat treatment from end 
to end. Handle won’t break, because it is supported 
for a full ten inches by the tubular steel socket. And 
the remarkable thing about it is the fact that all this 
strength is obtained without additional weight. 
Socket Shank is easier to handle, keeps its balance for 
life, and outlasts all others. 

The Socket Shank line is manufactured exclusively 
by Hubbard. For the convenience and protection of 
trade and user every Socket Shank shovel is branded 
with its class, and priced accordingly. 

The Hubbard Socket Shank line is sweeping the 
market. Write for catalog and prices, or ask your jobber. 


HUBBARD & COMPANY, MONTPELIER, INDIANA 


STRENGTH 
Beyond 
All Others 


FLIWATE 
No Excess 
Weight 


BALANCED 


And Stoys 
Thet Woy 





sts bt & 


LOOK FOR THE CLASS MARK - CLASS A* CLASS B+ CLASS C 


HUBBARD 


sSOcKET SHANK 
SHOVELS & SPADES 
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Thousands of Parents 


Will “Say It With 


SKATES” 


They won’t disappoint the 
boy or girl who wants skates 
for Christmas, or the dealer 
who stocks and displays the 


UNION 
HARDWARE 





LINE of ICE and ROLLER SKATES 


Union Hardware Ice Skates have earned a reputation 
for quality that makes them the first choice of thou- 


sands of customers. 

Their honest construction, dependable steel, attrac- 
tive finish and easy adjustment features assure com- 
plete satisfaction to all who use them. 


Made in patterns and sizes for boys and girls and 
men and women of all ages. For general skating, 
figure skating, hockey, speed, etc. Sold at prices 
which have made them the outstanding value in Ice 
Skates for many years. 


Sold by Leading Jobbers 


ARDWARE_ 


Union Hardware Roller Skates are also very popular 
for holiday gifts, especially in those sections where 
there is little or no ice skating. 


Made with finest ball-bearings, self-contained wheels 
and trucks that oscillate on best quality rubber 
cushions. In the extension models one skate fits 
practically ALL sizes of shoes. Also in plain bearing 
extension models. 


Always sold at popular prices. A Union Hardware 


display makes sales right away. 


Your Jobber Will Supply You 


Reg. U. S. Pat. Off. 


Established 1854 


Incorporated 1864 


TORRINGTON, CONN. 


New York Office 





Model of Nos. 5624, 56241, 5724%. Russet 
Leather Back and Strap 





Model of Nos. 1624, 1624%%, 1724% 


151 Chambers St. 






For Boys 
and Girls 
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Quality Plus Advertising 
Sells this Fence for You 


First, of course, is quality—value that has been recognized for 
many years as the best possible investment for fence dollars. 
Farmers prefer American Steel and Wire Company Zinc-Insulated 
Fences and steel posts because of their longer life and greater 
economy. 

Second, is the national advertising back of the fence—dealing 
directly with the farmers problems, it points straight to your 
store and makes it fence headquarters in your community. 

So—if you are not handling Zinc Insulated Fencing or our Steel 
Fence Posts—write today for full details. A real profit opportunity A 


awaits you. 
\\\Ae2 Zs TW 


Company 













Zinc Insulated Fences 
Steel Fence Posts 
American Steel Gates 
Protector Poultry Fence 
Union Lock Poultry Fence 
Banner Poultry Fences 
Poultry Netting 
Nails, Staples, Barbed Wire Th Bes 

Wire of all kinds 4 






























208 S. La Salle Street, Chicago - 
Other Sales Offices: Atlanta Baltimore Birmingham Boston Buffalo Cincinnati Cleveland Dallas 
Denver Detroit Kansas City Memphis Milwaukee Us Minneapolis-St. Paul Oklahoma City Philadelphia 





Pittsburgh Salt Lake City St. Louis Wilkes-Barre Worcester 


Pacific Coast Distributors; Columbia Steel Company, Export Distributors: United States Steel Products Co., 
San Francisco Los Angeles Portland Seattle Honolulu 30 Church St., New York City 
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IT STOPS THE PASSERSBY 





and Makes ¥ 






4. 45 








People stop . . . and look . . . and buy, from the dealer who has Sylvania’s Moving 
Color Lamp Display at work. For this new type lamp sales maker is one of the most 
forceful examples of merchandising assistance you’ve ever seen. 


Moving, blending, various colors, flooding the lamps displayed in the upper section, 
compel attention and bring people within easy sales reach. A brand new idea that 
has instantly impressed every dealer who has seen it. 


In compact space below you have ample room for Sylvania Lamp stock. And the 
upper section is your Sylvania Lamp sales department. 


Easy to own, too. Ask your Sylvania Jobber’s Salesman for details. Or... 


Send the Coupon to Us. 
NILCO LAMP WORKS, Inc., Emporium, Pennsylvania. 


LAMPS 


TRADE MARKS REG. U. 8S. PAT. OFFICE 






Licensed Under General Electric Company’s Incandescent Lamp Patents 


Nileo Lamp Works, Inc., Emporium, Penna. 


of these Nileo) Lamps FRE | 6506s cawesstaccene rewasine 
Send me descriptive literature about your boxes. Oi’ve handled Sylvania (or Nilco) 
new lamp sales-builder. And tell me Lamps through AGGPOEE: «2. ccs teccicccccccesid ses 
CHF cccccvccccccccseceveeces State 


how I go about getting one. 


Check one Ol’ve never handled Sylvania (or 


(Jobber’s Name) 


“a “ 
SPECIFICATIONS 
1. Decorated in carton 
colors, 


2. Lamps illuminated by 
moving colors, 
3. Test socket included. 


inches square, 
5. Displays 115 lamps. 


Can Store 200 to 300. 


Them BUY! 


high—24 








H. A. 11-30 
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10,000 


Manufacturers 
Invite you 


WICE a year—in the city of Leipzig, Ger- 

many—the buyer of hardware and machinery 
is offered the unique opportunity of seeing the 
exhibits of 10,000 different firms in one week’s 
time. 


These exhibitors come from every important 
country of the world—as do the 200,000 buyers 
who attend the Leipzig Trade Fairs. 


Among these 10,000 exhibitors there are: 


1600 exhibitors of glassware, ceramics, household and 
kitchen wares and appliances, basket ware, table ware. 
1000 exhibitors of toys, sporting goods, musical instru- 
ments, Christmas and carnival goods. 

675 exhibitors of furniture and lighting fixtures. 

2500 exhibitors of building and construction equipment 
and sanitary engineering, electrical equipment; iron and 
steel products, mechanics’ tools and materials, semi-fin- 
ished products; machine tools for metals, wood, glass 
and similar materials; machinery and apparatus for food 
and food luxuries; machinery for textiles, paper and 
similar products and machinery for the graphic arts; 
power machinery, heating, foundry and gas fuel engi- 
neering; pumps, compressors, transportation and con- 
veying equipment. 

This is an invitation to you to visit the Leipzig 
Spring Fair of 1931—the General Merchandise 
Fair from March first to seventh; the Engineer- 
ing and Building Fair from March first to 
eleventh. The fact that such a trip will prove 
profitable is attested by the fact that 95% of the 
American buyers who once visit Leipzig, repeat 
their visits. 


Every convenience is provided for your trip— 
both en route and after you reach Leipzig. Use 
the coupon below to secure more detailed informa- 
tion. Kindly let us know which lines interest 
you most. 


LEIPZIG TRADE FAIRS 


For 700 years the world’s greatest markets 





FIRST THOUGHT 


OF LAST=MINUTE 
I 





























LEIPZIG TRADE FAIR, INC., 
11 West 42nd Street, New York City 


bam particularly interested ins x... ..6.56. 6c ccc cc oes 


ee er 











RAY-O-VAC™ flashlight 


HEN that last frantic Holiday rush comes, let 

Ray-O-Vac flashlights be the first and brightest 
thought of the frenzied shopper. Flashlights properly 
displayed will solve many a customer’s problem. But 
whether they buy Christmas gifts early or late, Ray-O- 
Vac profits will look good to you—especially because 
Ray-O-Vac flashlights sell themselves and save your 
time at busy counters—because they are sales that stay 
sold, and make good customers come back. 
, Aggressive merchants are planning to display Ray- 
O-Vac Assortment No. 1156 (shown here), which 
combines the famous Rotomatic flashlight, the popu- 
lar Baby spotlight, and the 95c quick-selling Bull’s-eye. 
While you're displaying the assortment, National Ad- 
vertising will be helping sell Ray-O-Vacs to the 10% 
million readers of the Saturday Evening Post, Liberty, 
Collier's, Literary Digest, and Country Gentleman. 
All Ray-O-Vac advertising says, “Ask your dealer!” 
Will you be ready? Ask your jobber salesman, or write to 





FRENCH BATTERY COMPANY, Madison, Wisconsin 
General Sales Office: 20 North Wacker Drive, Chicago, Illinois 





Telephone, Ignition, Flashlight, and Lantern Batteries; “A”, “B” and “'C’’ 
Radio Batteries; Autoradio and Aircraft Radio Batteries; Rotomatic and 
Standard Flashlights; Electric Lanterns; Licensed Radio Tubes. 
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sine RED STpkay. HACK Saws 
D 
EDer SES SEAR ° HAND BLADES 


OR more hack saw sales, quicker turnover and better profits tie in 

with the big SIMONDS sales plan which is now putting over to the 
user, the BEST HACK SAW BLADE EVER MADE. It is the “RED 
STREAK"’—a SIMONDS HACK SAW which is thé result of years of 
test and study to make a blade of much better quality and distinctive 
from the sales, and every other standpoint. Mechanics acclaim the 
“RED STREAK” as the BEST THEY HAVE EVER USED. They are 
demanding the HACK SAW BLADE WITH THE RED END. Here is 
your opportunity to sell a distinctive hack saw blade quickly ‘and with 
profit to your store. 


Easily recognized. Strongly advertised and supported by customer de- 
mand. Ask YOUR JOBBER about this—the hack saw blade with the 
RED EAD 


SIMONDS SAW AND STEEL COMPANY 


“The Hack Saw Makers” 
ESTABLISHED 1832—FITCHBURG, MASS. 
Chicago, Tl New York City Atlanta, Ga. Los Angeles, Cal. i Toronto, Ont 


Boston, Mass. New Orleans, La. Portland, Ore. Seattle, Wash. { Vancouver, B. C. 
Detroit, Mich. Memphis, Tenn. San Francisco, Cal Montreal, Que. i 8t. John, N. B. 
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Let the “Winsome Girl” 
Go to Work for You— 


She will be your most inexpensive employee 
and will do wonders to sell more 


BISSELL’S 


With “Hi-Lo” Brush Control 
sweeps every floor covering—easier! 


“‘Winsome Girl” is the newest Bissell Display. Life-size—attrac- 
tive—beautiful. Sent free, upon request to merchants selling 
Bissell Sweepers. "THIS BEAUTIFUL DISPLAY WILL 
ATTRACT A LOT OF CHRISTMAS SHOPPERS TO 
YOUR BISSELL DEPARTMENT. 


BISSELL CARPET SWEEPER CO. 
GRAND RAPIDS, MICHIGAN 
New York Office and Export Dept., 46 West Broadway, New York, N. Y. | 
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HARDWARE DEALERS who are selling house furnishing goods should find it profitable to attend the Fourth Annual 
NATIONAL HOUSE FURNISHING EXHIBIT at the STEVENS HOTEL, CHICAGO, JANUARY 11 to 17, 1931 


Three floors of this, the world’s largest hotel, will be given over to FACTORY DISPLAYS of new and staple lines by 
the leading manufacturers in this industry. Many factory executives will attend. You are cordially invited to visit this 
exhibit. It is the only national event of its kind and is operated not for profit. For further information write 


308 W. Washington St. NATIONAL HOUSE FURNISHING MANUFACTURERS ASSOCIATION Chicago, Illinois 


WARREN EDWARDS, Sec’y 
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» Casters 


UST roll an acve Ball Bearing 
Caster on the counter. That is all 
you have to do to sell “AcmEs.” 
Smooth, silent operation does the 


rest. 


ACME Casters move the heaviest fur- 
niture readily and without effort. No 
damage to floors, rugs or carpets. 
People with good taste and judgment 
ask for “acmEs.” Here is a splendid 
opportunity to build up a caster busi- 
ness. A letter to us will bring a 
sample and full details. 


THE SCHATZ 
MANUFACTURING 
COMPANY 
Poughkeepsie, New York 


Acents: J. C. McCarty & Co. 
258 Broadway, New York City 





BALL BEARING 
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aN ENE a Good 


Xmas ltem 


ALABASTER 
GREEN 


mid 





Easy Profits 


HESE attractive and colorful Sunkist 
Hand Reamers are popular all year ’round. 
But at Christmas the sales pyramid enormously 
— just because they DO make attractive gifts 
...and because they are easy to give. 
Just display them. They sell themselves. 
Sunkist Hand Reamers are especially shaped 
for both oranges and lemons. The higher cone 
and the sharper ridges get ALL the juice with- 
out pressure. Hold a pint of juice. Clean easily 
... no “pockets” to clog. Sells for 40c in the 
U.S. A. (55c in Canada.) « 


Your profit is excellent. Order from your 
jobber—or mail the coupon. 


CALIFORNIA FRUIT GROWERS EXCHANGE 
Div. Z Jr.-011, 900 N. Franklin Street, Chicago, Illinois 


Please send full information about Sunkist Hand 
Reamers and give me names of nearby jobbers who can 


deliver them quickly for Christmas trade. 





Sunkist Hand Reamer 
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CW 
HENKOO 


TRADE MARK REG. U. 5S. PAT. OFF. 





Once more Kitchenkook takes a long forward step. 


This new American Kitchenkook is more than just a new addition to an 
already popular line. It is a brand new idea in liquid fuel and gas 
stoves; strikingly original in design and a marvel of beauty. 


Here is a side oven range with porcelain enamel oven linings, a new 
improved heat indicator, three top burners mounted in triangular posi- 
tion—two front and one back—and finished throughout in ivory and 
green porcelain enamel which sells at a price which will make your 
customers take notice. 


Your American salesman is now in the field with full information about 
this remarkable new American Kitchenkook. Ask him for details or 
write nearest office, 


AMERICAN GAS MACHINE CO., Inc. 


Factory: Albert Lea, Minn. 


BRANCHES 
New York, N. Y. :: Oakland, Calif. 


This new Kitchenkook also available for natural or manufactured gas 
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In Spearing 


With ARCADE Fish Spears 


It ail depenc's on the fisherman. If he is familiar 
witn good fishing holes, is enthusiastic about 


his spor and above all, knows high grade spears, 

even the fish can't beat such a combination. 

That is why the high quality 

ZA Arcade Spears will assure your 
} good reputation with your trade. 
For fish and frogs, the Arcade 

Spears are best. The prongs are 

made from crucible analysis 

| spring steel and the points and 

barbs are ground to a fine pene- 


trating taper. 










No. 5 Fish Spear 


No. 9747 





/ Fish Spear 
No, 27 
No. 9753 Frog Spear 
Frog Spear ————_ | 
Seis hing 7 
a W- y T 
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sf | li yF— YW I,  X 





There’s a market for these high grade spears 
the year round and every dealer should keep 
a complete line of them on hand. Arcade 
Spears have been used by good fishermen 
for years and their durability makes real 
friends. If your jobbers do not carry Arcade 
Spears write us direct. 


ARCADE """F3¥= 


ARCADE MANUFACTURING CO. 
FREEPORT, ILLINOIS 


NEW YORK DALLAS J. T. ROWNTREE 
200 Fifth Ave. D. D. Otstott San Francisco Salt Lake City 
CHICAGO Ine. Los Angeles Seattle 
553 W. Randolph St. Santa Fe Bldg. Denver Portland 
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The dignified and 


gracious elegance of 








LOUIS XIV 
ART 


as interpreted by 
RUSSWIN 


| RARELY has the ornate been combined with 
good taste. An outstanding exception is the 
“Quatorze” period when all France and its 
artisans, responding to the extravagance of its 
king and court, created a style of art befitting 
the “Grand Monarch,” Louis XIV. The broken 
shell, the frondant acanthus leaf and the flowing scroll, ingeniously employed, became 
symbols of this delicately worked but richly inspired school of design as evidenced 
by the palace at Versailles. The ascendancy of the fifteenth Louis made but little 
change in the style sponsored by his august predecessor, for the “Louis Quatorze” is a 
living period of design. Today RUSSWIN, after careful selection, has taken the best 
of this famed period and reproduced it in hardware for the home... each design 
is a faithful interpretation - 2s each piece is made of the finest metals, brass 
and bronze ... and like all RUSSWIN Hardware will give a 
lifetime of trouble-free, lasting service and genuine satisfaction. 
Russell & Erwin Manufacturing Company (The American Hardware 
Corporation, Successor), New. Britain, Connecticut—New York, 
Chicago, London. 
For the Architect’s convenience RUSSWIN Hardware is 


illustrated and described in Sweet's catalogue, 
pages C-3137: C-3216. 


UssWIN 


a’ DISTINCTIVE 'N 
HARDWARE 


Hardware that lasts ~ Base Metals of Bronze or Bran 
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Too Much Credit—Too Many Failures 


HE chief reason for the high rate of The question naturally arises: Why is it 
retail store failures according to the so easy to enter the hardware business? The 
Bureau of Business and Social Re- retailing of hardware is almost a science. 
search of the University of Buffalo, It requires training, experience and capital. 
is the Ease with which people can enter the Despite this fact, hundreds of people, each 
retail trade. This conclusion was reached year, open hardware stores with no training 
through a statistical analysis covering the or experience and with ridiculously limited 


entrances into and the subsequent failures capital. 
in the retail grocery, drug, hardware and The answer is plain, yet difficult to under- 
shoe trades of Buffalo, over the period 1918 stand. It is ha: Fon often the- inexpe- 
to 1928 inclusive. According to the survey rienced, untrained newcomer is given a line 
on which the analysis was based, more than of credit by some jobbing house, out of all 
34 per cent of the dealers who started hard- proportion to his assets. His lack of mer- 
ware stores in Buffalo during that ten-year chandising knowledge then reflects itself in 
period, were out of business in twelve months goods improperly priced. Profits do not ma- 
or less. At the same time the rate at which terialize, and eventually he drops out of the 
new hardware stores were started in Buf- picture with loss to himself, his source of 
falo during that period exceeded the rate of supply and his retail competitors 
failures. ; 
: wee It is this continuous flow of “in-and-out- 

Meanwhile a survey by the Illinois Cham- ers” that clogs the profit channel of inde- 
ber of Commerce, covering ten classes of re- pendent distribution. The losses which they 
tailers in 107 towns in that State, reveals incur must be absorbed, adding to the gen- 
these interesting facts: That from one-fifth eral distribution overhead and placing a 
to more than one-half the total number of handicap on independent wholesalers and re- 
stores doing business in those towns in 1925, tailers. The whole industry is penalized be- 
had dropped out of business by 1929; that cause a few factors in it allow their greed 
despite this heavy loss through failures, the for volume to warp their business judgment. 
total number of stores in the classes referred Apparently no one benefits by these hacenaiaaiins 
to had, in most cases, not decreased. The tions—yet they continue. 


survey further revealed that there were 242 ? ; 
hardware retailers in those towns in 1925, Experience may be a good teacher, but it 


and that approximately 22 per cent of them seems to have fallen down on this particular 
had dropped out within the next four years. job. 
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Actual size of the 6” Master Wheel 


An All SD iciesabits P,ofir-Maker 


HE OSBORN MASTER WHEEL is in demand every month in the year. There 

are hundreds of uses for this efficient wire wheel brush—a fact that makes 
it a steady sales-getter. Your annual profits on Master Wheel Brushes will 
be more than gratifying. § Osborn Master Wheels are made in sizes ranging 
from 4” to 15” in diameter. All sizes have a standard two-inch opening. 
Inexpensive Osborn Adapters snap into the standard opening making it 
possible to fit Master Wheels to any size shaft. § Here’s a real profit-maker for 
you. And it’s only one of many in the complete line of Osborn Brushes. 


THE OSBORN MANUFACTURING COMPANY 


INCORPORATED 
5401 HAMILTON AVENUE + CLEVELAND, OHIO 
Sales Branches: New York * Detroit - Chicago + San Francisco + Los Angeles 
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How Praeger Sells More Than 


$100,000 a Year 


LENTY of outside selling 

effort and a liberal policy 

with home demonstrations 

have enabled Praeger Hard- 
ware Co., San Antonio, Texas, to 
sell more than $100,000 worth of 
radio receivers a year. Located 
nearly a mile from the center of 
the shopping center the store is in 
a district where parking space is 
available. Thoroughly modern and 
established for many years the firm 
enjoys a constant store traffic 
which, of course, is the biggest aid 
in selling anything at retail. Plenty 
of red hot prospects for radio are 
gotten in the store among people 
who come in for gadgets, whatnots 
and the like, but by far the big end 
of the radio volume comes from the 
energy of the outside selling force 
which will number from five to 15 
young men depending upon the 
season. 


Naturally 75 per cent of the 
radio sales are on time, but only to 
responsible people. Terms include 
a down payment of from 15 per 
cent to 35 per cent depending upon 
the amount of purchase and the 
credit status of the customer. The 
balance must be paid from six to 
10 months and when due. A chattel 
mortgage type of note must be 
signed by the customer who is ad- 
vised very definitely of the replevin 
rights held by Praeger. 

E. Praeger, the proprietor, con- 
siders it a very satisfactory de- 
partment. At one time he handled 
five well known makes of radios 
selling anywhere from $75 up. To- 
day he concentrates on two lines 








oe 


Wh 


? i 


in Radio 


and makes his sales in models sell- 
ing complete from $167 to $198. 
Mr. Praeger likes the radio busi- 
ness. It builds up his volume and 
gives him at least 700 sales a year 
of high individual amounts which 
are increasingly necessary to offset 
the many small units of sale which 
are part and parcel of the hard- 
ware business. 

Two Praeger radio service men 
keep busy all year. During the fall 
and winter it is often necessary to 
have four service men on the job. 
Every sold set is carefully checked 
and tried by a service man, first in 
the store before delivery and again 
in the customer’s home. When the 
Praeger man leaves that home he 
knows that the customer under- 
stands the set and is satisfied with 
the purchase. If there is any ques- 
tion about the transaction or the 

(Continued on page 34) 
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Order“Your 
GENERAL ELECTRIC 


‘om ont What Would 
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AND GET A 


GENERAL 
ELECTRIC \ 
KITCHEN | 

CLOCK | 


absolutely FREE! 




















The clock, like the refrigera- 
tor, can be depended upon for 
trouble-free service: it’s just 
what you need to complete a 


modern kitchen! Order now! 
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FEATURING 
THESE TERMS 


$20.00 for your old range or stove when you buy an 
electric range; $5.00 down payment, all that's re- 
quired, balance in 24 months on your light bill. 


FREE: With every range sold, a seven-piece set 
of aluminum ware. 
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COMPETITION ? 


By LLEW S. 


“$20 for your old range or stove 
$5 down payment 
24 months to pay the balance” 


AN any one handling good merchandise at 
fair prices, do business on such terms? 
We doubt it. 

However—to the Utilities Companies, 
profit from merchandising means nothing; their 
losses can be charged to general operating expense, 
and a fixed percentage of income is guaranteed on 
investment. And so—some of them feel impelled to 
go a step farther with this: 


“FREE: With every range sold a seven- 
piece set of aluminumware.” 


The Utilities Companies are in no sense “‘Pikers,” 
therefore we may take it for granted that the alu- 
minum gift set is of good grade and comprises 
useful items of desirable size. 

Are such terms, backed by a $20 trade-in and a . 
valuable gift, to be considered as “Fair Competi- 
tion ?” 

We are told that the charging of merchandise 
losses to the operating costs of Utilities Companies 
has not increased service rates. If this is true what 
becomes of those losses? They must be absorbed 
somewhere. Perhaps existing rates are too high. 
Would not the elimination of such losses permit the 
Utilities to establish lower rates? 

We are told that it is necessary for the Utilities 
to operate merchandise departments, in order to 
promote the sale of appliances. Is it necessary, 


SOULE 


however, to cut prices, grant ridiculously long 
credit terms, buy old stoves at high prices and 
give away expensive premiums to attain that end? 

Are the Utilities so weak in salesmanship that 
they have to Buy their sales? Are they so short of 
real merchandising ability that, in order to pro- 
mote a market for appliances, they must demoral- 
ize prices, sacrifice either immediate or future 
merchandise profits, and lose the cooperation of 
established merchants? 

The independent hardware merchant is not seek- 
ing special favors. He wants only what he feels 
that he is entitled to—Fair Competition. What is 
he to think when he sees an advertisement, directed 
to the people of his community, which reads as fol- 
lows: 


“Order your Electric Range this month, and 
we will give you an Electric Percolator, or an 
Electric Waffle Iron, or an Electric Heater— 
Absolutely Free. 

“As usual, we will give you a liberal al- 
lowance on your old range—more than enough 
to take care of your down payment—and al- 
low you 36 MONTHS to pay the balance.” 


Will he be satisfied with the smug explanation, 
that all this is necessary to promote a market, and 
that it will react to his future benefit? 

Would the Utilities Companies feel that the sell- 
ing of Gas or Electricity at cost or below cost, by 
Municipal Plants, would promote a market for 
their services and react to their future benefit? 
Would they regard such a move as Fair Com- 
petition, particularly if the Municipal Plants 
charged the losses to “general overhead,” in the 
form of taxes; taxes which the Utilities would, of 
course, help to pay? 

We wonder. 
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Christmas decorations in this 

display sold to the extent of 

$5,000—an item worth atten- 
tion 


Carlisle’s place a $5,000 Order 


Annually for Electrical 


CHRISTMAS DECORATIONS 


ITHIN the past few 
years, residents of 
Springfield, Mass., and 
vicinity, have become 
thoroughly impressed with the fact 
that the Carlisle Hardware Co. can 
be depended upon as a reliable 
source for the latest and best in 
electrical Christmas decorations. 
During the holidays the line is fea- 





tured in Carlisle’s newspaper ad- 
vertising, window displays and 
prominently displayed in each of 
the ten stores operated by the com- 
pany. The consistent effort made 
to center the attention of the public 
on Carlisle’s when they have Yule- 
tide electrical decorations in mind, 
has succeeded to the extent that 
last year an order amounting to 





$5,000 was required to satisfy the 
demand. 

In the main store, the display 
was particularly complete and very 
productive. It is reproduced in an 
accompanying illustration and was 
located at the head of the stairs 
leading to the basement toy depart- 
ment. In this location no store vis- 
itor could avoid noticing the wide 
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variety of the items, and could keep 
from being favorably impressed 
with its extensiveness. Christmas 
tree sets were shown in several dif- 
ferent types, both for exterior and 
interior use. Illuminated wreaths 
were available either with a candle 
or with vari-colored lights to suit 
the customer. Xmas tree orna- 
ments and separate bulbs in regu- 
lar and ornamental shapes in many 
colors were there for customers 
seeking lights for replacement pur- 
poses. Candoliers having from one 
to seven electric candles were also 
a part of the display, which was 
completed with plain .and illumi- 
nated Christmas tree holders. 
Very often one customer will 
purchase a quantity of one decora- 
tive article and with outdoor light- 
ing at Christmas time growing in 
favor, such sales are becoming 
more numerous each holiday sea- 
son. As an example, H. L. Carlisle, 
advertising manager of the firm 
related that one woman customer 
had purchased 15 electric wreaths 
at $2 each. These were to be placed 
in the 15 windows in her’ home 
which face the street. Contests in 
many cities for the most attractive 


$7,000 worth of cheerful 
lights were used to put 
pep in Christmas business 
by the merchants of 
Springfield, Mass., last 
year. It cost each mer- 
chant $50 and they agreed 
that it was worth it. 


decorative scheme for house and 
grounds have been a further stimu- 
lant to the demand. 

In 1929, eighty million Christ- 
mas tree lamps lighted the way for 
Santa Claus, which is indicative of 
the potential market for similar 
electrical holiday decorations. By 
preparing to meet the demand 
through having an adequate, well 
assorted stock, embracing the lat- 
est innovations and displaying, ad- 
vertising and merchandising the 
line in an aggressive manner, Car- 
lisle’s have developed a very profit- 
able additional holiday line. 

Last year for the first time, mer- 
chants having stores along Main 
Street in the downtown business 


section of Springfield, cooperated 
in decorating the street in festive 
holiday decorations at a total cost 
of $7,000. Each merchant partici- 
pating in the plan contributed to 
the sum set aside for the purpose. 
Carlisle’s contribution was $50 and 
the firm considers that it was well 
spent, believing the decorations 
were an excellent idea. Strings of 
vari-colored lights ran the full 
length of the street on both.sides. 
On every pole and post a steel 
bracket, made for the purpose, was 
clamped at a height about ten feet 
above the ground. The brackets 
were about six feet long and each 
end supported a real evergreen 
Christmas tree about three feet 
high which was illuminated with 
small Christmas tree lights. 
Carlisle’s Christmas advertising 
campaign starts regularly on the 
day following Thanksgiving and a 
systematic plan which features all 
of the holiday lines carried by the 
firm in proper sequence in space of 
appropriate size is followed on a 
definite schedule, which produces 
splendid results. It is the practice 
to quote prices on every item fea- 
tured in their advertising and illus- 
trations are used when practicable. 
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RICE cards are “growing 

up.” They are learning to 

talk and the smarter ones 

are saying really worth- 
while things. They are telling the 
public things 
that the public 
would not other- 
wise know. But 
they are not 
wasting any 
time telling 
things that the 
public already 
knows. For in- 
stance, every 
man, woman 
and child knows 
an electric iron 
at sight, so why 
waste ink and 
energy labeling 
an iron? But 
if we are sell- 
ing an iron that 
has somehow 
been construct- 
ed as to greatly 
reduce the la- 
bor of ironing, 
the smart price 
card will say so in a very few, 
well-selected words. 

The public is being constantly 
bombarded with new merchandise 
and some of it is not easily recog- 
nized at a glance. Some of it is 


People like to read price cards in a window like this. 
what the article is as well as how much you are asking for it. Try talking tickets in, 
your windows and store displays. Read what Mrs. Tuttle has to say about them 





made for new uses, and 
some for age-old uses, but 
due to the ingenuity of de- 
signers, the change of con- 
tour, and the introduction 
of color, a word of expla- 
nation is highly desirable 
and often quite essential. 
We appreciate this more when we 
face the fact that 70 per cent of 
the people never attain beyond the 
mental age of 14 years. This, then 
is a challenge. We must make the 





displays.in our windows and in our 
stores so simple and so comprehen- 
sible to all people, that ours will be 
the easiest in which to buy. 

A price card that tells only the 
price, does not as a rule, have the 


Price Tickets 
That Talk 


By ELIZABETH TUTTLE 


maximum attention value, although 
there are exceptions to this. There 
is nearly always “a story” to tell. 
Many things in hardware stores 
today have been given quite dis- 
tinctive names by their manufac- 
turers. These used on price cards 
will generally give an atmosphere 
of “class” to a display and lend an 
esthetic appeal to which people re- 
act quite favorably. It is pleasant 
to them and we all like the pleasant 
thing. It is undeniably pleasanter 
to buy a pewter 
card tray to 
give away than 
it is to buy a 
wash tub to use. 

People like to 
read price 
cards. If you 
will observe 
them as_ they 
stand before a 
“talking” win- 
dow, you will 
notethatas 
they read, their 
faces assume an 
appraising, con- 
templative ex- 
pression. They 
are considering 
what the cards 
say and they are 
learning some- 


They like to be informed as to thing they did 


not have to ask. 
This they like 
because they dislike asking ques- 
tions. They are afraid somebody 
will think they are ignorant or un- 
informed. Hand-lettered cards are 
not difficult to make, they can “tell 
the world” about our merchandise. 
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This window display by the author of the accompanying article gives the customer 
information which makes buying easier. Read Mrs. Tuttle’s article and find out why. 
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The Return of 
THE AMERICAN HEARTH 


OR ages the hearth has been the symbol of 

family life. From the prehistoric cave on down 

to the modern apartment, mankind has always 

been glad to gather about an open fire. Sub- 
stitutes for the fireside have been sought, but never 
found. True, our houses are warmer than ever today, 
yet the average 
human being 
desires some- 
thing more 
than mere 
heat; he wants 
warmth. Yes, 
there’s a differ- 
ence. 

Steam heat 
does an excel- 
lent job of 
bringing com- 
fort to the body, 
but it takes a 
fireplace to 
warm the soul. 
Some such sen- 
timent as this 
must be behind 
the rapid res- 
toration of the 
hearth in the 
American 


home. Grates of various styles and patterns are kept on display in the 
Gross Hardware Store 


For twenty 
years or so we 
have striven for mechanistic conveniences—and got 
them in great numbers and at plenty of expense. Nor 
would we give them up. Not for a minute! Just the 
same, we are beginning to realize that the past holds 
something for us, as well as the present. More than 
we perceive, perhaps, old-fashioned things are becom- 
ing new-fashioned. 

Architecture is full of instances. So is furniture. 
Witness the passion for early American pieces. Some 
ridicule it as a fad. In all probability, it goes much 
deeper than that. We are still determined to have our 
modern luxuries; at the same time we are learning their 
limitations. Most of them have become commonplace. 

Despite signs and sermons to the contrary, modern 
life is centering more and more around the home. No 
physical phase of this trend seems of greater signifi- 
cance than the come-back of the fireplace. Hardware 
merchants in many sections can testify to the move- 
ment. Their increasing sales of grates, andirons, fen- 
ders, screens and fireplace fixtures are proof positive. 





Among the large and growing number of hardware 
establishments participating profitably in this trade is 
the Philip Gross Hardware & Supply Co., Milwaukee. 
In the Gross store fireplace fixtures are carried on the 
third floor, along with house furnishings. 

It is the conclusion of this firm that the two lines go 
together. Form- 
erly these fix- 
tures were 
stocked and dis- 
played in the 
general hard- 
ware depart- 
ment. There the 
attention they 
attracted was 
relatively cas- 
ual. Shown 
with house fur- 
nishings, how- 
ever, they are 
seen by the wo- 
men as well as 
many of the 
men. Selling is 
benefitted ac- 
cordingly. 

About two 
thousand  dol- 
lars’ worth of 
stock is carried 
and_ displayed. 
It turns at the 
approximate rate of four times a year, developing an 
annual volume of seven or eight thousand dollars: 
The line is expanding with popular interest and de- 
mand, especially during the last two or three years. 

The center-piece of the Gross display is an artificial 
fireplace of plastic material which resembles the fire- 
place seen in many a home. It is of the sort used for 
gas or electric grates. For display purposes, this 
suffices. 

Recent years have been outstanding in the Gross 
experience with fireplace equipment because a larger 
number of new homes in Milwaukee are being built 
with fireplaces. Spring and fall are the best selling 
seasons, although a considerable proportion of the 
sales are made at other times in the year. Winter 
weather is likely to put home-owners in the mood for 
buying. 

Electric grates are included in the Gross volume. 
Some are for “looks” alone and some furnish heat. In 
the former case artificial coal—lumps of vari-colored 
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glass—are put in a plain basket-grate and the electric 
light beneath shining through them lends the illusion 
of glowing coals. Sentimentally, at any rate, the home 
thus equipped has restored the time-honored hearth. 

Other electric grates, of course, are furnished with 
genuine heating elements that afford real comfort. It 
was only two years ago that the Gross establishment 
took on electric grates. The move was made with a 
good deal of caution. Only a half dozen such grates 
were stocked at first. Before that season was over the 
Gross company had sold nearly a hundred and fifty 
electric grates at twenty-five or thirty dollars each. 
Most of them were sold with heating elements. 

Cast plated ware, according to the sales made by this 
firm, is most attractive to those who buy wood-burning 
grates. So many of them, plainly, have the cheerful 
wood fire in mind when they shop in this department. 

Some seasons ago the Gross people tried to push com- 
plete fireplace sets; they still do so at every opportunity, 
yet they find it is better in the average case to sell 
each piece of equipment separately, with the exception 
of andirons which, of course, must sell in pairs. 

Nowadays the everyday customer is likely to buy the 
grate, the andirons, the screen, the tools, etc., without 
immediate regard for assembling a set. The tools in- 
clude tongs, poker, shovel, holder and usually a brush. 
Large fancy, fireplace brushes are occasionally sold. 

Often it happens that the owner of a new home, after 
building, finds himself more or less “broke.” At any 
rate, he appears to be about at the end of his buying 
program, even though he does desire fireplace equipment. 

So, despite the financial brakes he tries to apply, he 


‘at a time. 


is still in the market for fireplace fixtures and he satis- 
fies his craving by buying them at intervals, one piece 
Consequently the Gross management tries to 
accommodate him in this respect, rather than attempt- 
ing to persuade him to purchase a whole set. 

Well-to-do customers, as a rule, buy their equipment 
complete. The Gross salesman first endeavors to find 
out whether the prospect has an artificial or a fuel- 
burning fireplace most at heart. As soon as the sales- 
man gets a hint in either direction it is usually not hard 
to proceed toward the consummation of the sale. 

In the case of the rather expensive home, it is likely 
to be the wood-burner. Then the salesman ascertains 
the kind of architecture. With this information he can 
recommend the wrought iron Spanish, the Old English, 
the Swedish finish or any other suitable set that will 
harmonize with the interior surroundings. 

Sixteen grates of various styles and patterns are kept 
on display in the Gross hardware store. The biggest 
volume is obtained on the plain, black grates; these are 
ordinarily trimmed with andirons of antique brass, 
wrought iron or some other finish, according to the 
taste and need of the customer. 

An Old English or wrought iron set brings about 
seventy-five dollars. Cast plated sets run from thirty- 
five to fifty dollars each. 

Season after season the Gross volume on fireplace 
equipment has been showing a steady increase. This 
has been going on four or five years. Judging by the 
heartening experience the firm has had with the line, it 
bids fair to keep on selling indefinitely, for the Ameri- 
can home-owner still hankers for a family hearth. 





Christmas Cutouts for 
Your Windows and Store 


The Santa Claus cutout shown in illustration makes an attractive 
center piece for the window or interior of the store. They may also 
be utilized as part of the exterior decoration surrounded by electric 
lights or a spotlight played upon it from across the street. They are 
made in rights and lefts and can be had plain or lettered, as shown in 


illustration. 


This cutout is 60 inches high, 30 inches wide and is finished in 
eight colors on newsboard 14 inch thick. They are fitted with an 
easel to hold them in an upright position. May be ordered through 
Hardware Age at $5.50 each, two for $10, F.O.B. New York. 


Shipped by express. 
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How Praeger Sells $100,000 a Year in Radio 


performance of the set, such diffi- 
culties are adjusted on the spot and 
consequently there are no _ post 
mortems. 

To quote the head of the firm, 
“Radio is as satisfactory as any- 
thing else we handle and more 
profitable and interesting than 
plenty of lines we must carry. By 
explaining fully our credit terms, 
our service free and charged for 
and making sure the customer is 
satisfied after delivery, we avoid 
many of the worries which some 
dealers complain about. Our radio 
customers know exactly what they 
get and don’t get and never are 
high pressured into any deal which 
they can truthfully regret. Though 
all our installment sales contracts 
give us replevin rights this hasn’t 
been enough of a problem to talk 
about. Should there be any lapse 
in payments we investigate before 
taking action. In fact, our rules 
are all flexible. We take each ac- 
count as an individual matter and 
act according to our judgment 
after knowing the facts. 

“Our policy on demonstrations is 
fairly liberal. We realize that the 
place to make radio sales is in the 
home of the prospect. The real 
closing of the sale takes place when 
the family have an evening’s pleas- 
ure with one of our sets. We aim 
to make one night or two night 
trial demonstrations but are often 
allowing from three days to a week 
if we believe circumstances war- 
rant. Stormy weather necessitates 
a longer trial period to thoroughly 
convince some customers that the 
elements and not the equipment 
cause the static. 

“Some sales are made in the 
store as all of our models in both 
lines are on display. Each set in 
the store is hooked up complete and 
can immediately be put into opera- 
tion. This is an important point. 
If, as in some stores, a demonstra- 
tion cannot be shifted from one set 
to another without adjustments 
and the breaking and making of 





(Continued from page 25) 





Praeger’s radio show room is in an up-front location and is carpeted and provided with 
comfortable chairs permitting the customer to choose his radio under favorable 
conditions. 


connection, the customer gets cold 
feet and believes there is too much 
worry to radio. 

“Our radio department has a 
good up front lodation but is not 
elaborate. We have the complete 
assortment of models made by the 
two factories we represent. The 
floor is carpeted and our several 
easy wicker chairs permit the pros- 
pect to listen in comfort, take his 
time and really decide which model 
and set he likes. We don’t keep a 
set blasting out all day long but on 
special programs we often make it 
a practice to have a set going. 
During a major sporting event or 
some similar general interest pro- 


This is the story of a 
successful radio de- 
partment of a Texas 
store. There are help- 
ful suggestions for 
you in this article. 


gram we will keep a set going and 
encourage all store visitors to sit 
and listen. This brings us an occa- 
sional sale and many prospects, but 
the sales are made by outside sell- 
ing and home _ demonstrations. 
Sometimes we have as many as 
30 sets out on such trials. Between 
demonstrations we shine up the 
woodwork and always test a ma- 
chine completely before sending it 
out for another demonstration. Sets 
to be tried in the prospect’s home 
are delivered in our special radio 
department truck which has a sign 
calling attention to the radio lines 
we feature. The truck is also 
marked ‘radio department.’ Our 
driver is schooled in radio selling 
and is often directly responsible 
for closing sales and getting new 
prospects. It is very important that 
service men, drivers and those who 
answer the telephone show the 
same intelligent courtesy as the 
salesman who tried to make the 
sale.” 
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Merchandise Control in a Hardware Store 


By SAMUEL COPELAND, C. P. A. 


(Member of the Firm of Farrington, Hyland and Gregory, 


N my various experiences 

with small town and. metro- 

politan retail hardware 

stores first as clerk and man- 
ager and later as accountant, I 
have observed particularly the 
difficulty of keeping an adequate 
control of merchandise. 

By merchandise control I mean 
not only knowing the exact quan- 
tity of each item on hand at a 
given time, but also information 
about each department of mer- 
chandise in order to determine 
whether that department is profit- 
able or not. 

Nearly every merchant has 
probably heard of a perpetual in- 
ventory, a system whereby a 
knowledge of the amount of all 
merchandise on hand-at any time 
together with the stock require- 
ments may be obtained at a 
glance. The main object of any 
system of stock records is to han- 
dle the greatest possible volume 
of business with the smallest pos- 
sible investment in stock on hand. 

My experience, however, has 
been that detailed stock records 
in hardware stores are not prac- 
ticable. Even with the most modern 
of machines and other office equip- 
ment the cost of keeping such 
records up to date is expensive 
and impractical. Although rec- 
ords are highly desirable in every 
business there comes a_ point, 
when carried to the extreme, 
where they may become more a 
burden than a help. 

Better results may be obtained 
by the installation of a system 
that will give highly desirable re- 
sults without the cumbersome de- 
tail of attempting to keep a rec- 
ord of each item. This system can 
be put into effect in any type of 
store whether the merchandise is 
departmentalized by actual stock 
arrangement or is one general 
unit. The system I have in mind 


Certified Public Accountants of New York City) 


departmentalizes the records of 
the business regardless of stock 
arrangement. 

The first step is to have the 
manager or owner determine what 
the departments shall be and then 
what merchandise goes into each 
department. Then a different let- 
ter of the alphabet is assigned as 
a symbol for each department, 
e.g., the letter A may designate 
Shelf Hardware, B—Contractors’ 
Supplies, C—Electrical Supplies, 
D—Paint, E—Marine Hardware, 
etc. 

Having determined what the 
departments and symbols shall be, 
the next step is to have each em- 
ployee familiarize himself with 
the classification so that Shelf 
Hardware, for example, will in- 
stantly suggest the letter A to him 
and Paint the letter D, etc. 

The system itself must be put 
into effect right after the taking 
of a physical inventory. There- 
fore, in some cases where the tak- 
ing of such an inventory more 
than once a year is difficult, the 
ideal time for putting this system 
into effect would be immediately 
after the annual inventory. 

As the inventory is being taken 
it is classified according to the de- 
partment arrangement previously 
determined. The goods are priced 
at both cost and retail so that af- 
ter the inventory has been figured 
the owner will have the total cost 
and selling value of the goods in 
each department. Obsolete and 
shopworn goods are marked down 
low enough to be salable. 

This computation of the inven- 
tory is the keynote of the entire 
system. Subsequent purchase-in- 
voices are marked with the de- 
partmental letters and entered in 
the Purchase Book in which there 
are two total columns and two col- 
umns for each department, one 
for the cost or invoice value and 


the other for the selling value. At 

the end of the month totals are 

taken and entered in the inven-, 
tory record in their respective 

places. These are then added to 

the inventory at the beginning of 

the period. 

Subsequent sales are also 
marked with the department let- 
ters on the sales slips by the 
clerks and the totals for the day 
determined in the office. These to- 
tals are then entered in the Sales 
Book, which has total columns for 
charge and cash sales and one col- 
umn for each department. At the 
end of the month the totals of this 
book are obtained and entered in 
their respective places in the in- 
ventory record. These are then 
subtracted from the totals ob- 
tained above, thus showing the 
goods on hand at the end of the 
month. 

In the places where I have in- 
stalled such a system I have found 
it works out satisfactorily and 
successfully. What are the ad- 
vantages of such a system? First, 
it is simple and in most cases can 
be handled without any increase 
in office help or expense. It shows 
the amount of merchandise in 
each department without delay. 
It tells which departments are 
overstocking and which are un- 
derstocking. It discloses unusual 
conditions bearing investigation 
such as slow turnover, loss by 
theft, or carelessness. It can be 
easily kept up to date. It shows 
in which departments the mer- 
chandise is moving rapidly and in 
which slowly. In some cases the 
information it gives will show de- 
partments which can be profitably 
discontinued. A maximum or 
minimum amount of investment in 
the merchandise of each depart- 
ment at any given period can also 
be determined by this system. 

(Continued on page 37) 
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Trade Practices and the Law 





An Editorial Reprinted from the Journal of Commerce 
Which Gives a Very True and Clear Picture of the Problem 


The best and the quickest way to 
secure the abolition or the radical 
modification of laws that the com- 
mon sense of the community and the 
consensus of intelligent opinion have 
repudiated is to try to enforce them 
without fear or favor. This is a 
working maxim that applies with es- 
pecial force to our anti-trust laws, 
as business groups who have had deal- 
ings with the Department of Justice 
and the Federal Trade Commission 
ought by this time to realize. The 
whole history of the efforts of Fed- 
eral enforcement agencies to ignore 
and to encourage private industry to 
forget certain prohibitions of the anti- 
trust laws conveys the teaching that 
relief lies in a change of the law 
itself, and not in elaborate efforts to 
circumvent existing legislation. 

It is only necessary to recall briefly 
the events that have led up to the 
adoption and the present efforts at 
revision of the innumerable trade 
practice conventions adopted under 
the aegis of the Federal Trade Com- 
mission to understand that permanent 
relief for business from the hamper- 
ing restrictions of the Sherman Act 
does not lie along the lines that have 
been followed heretofore. The Jour- 
nal of Commerce has discussed in de- 
tail various aspects of trade practice 
agreements approved in the past by 
the Federal Trade Commission, some 
of which are probably illegal, while 
others are most certainly so. It has 
also warned its readers many times 
that neither the Department of Jus- 
tice nor the Federal Trade Commis- 
sion could guarantee immunity 
against prosecution to trade groups 
that acted contrary to the law. The 
most that could be expected would be 
that a benevolent attitude on the part 
of the prosecuting agencies of gov- 
ernment would be maintained under 
successive administrations. 

Associated business groups have 
learned, or certainly should have 
learned by this time, how unsafe it 
is to rely upon administrative assu- 
rances as a substitute for the legal 
remedies that are only to be found in 
a revision of the laws. A new ad- 
ministration with a new policy of law 
enforcement has made it necessary for 
the Federal Trade Commission to 
order a revision of trade practice 


agreements to bring them ‘into bet- 
ter conformity with the law. In de- 
fense of these reactionary plans, 
Commissioner Humphrey in a public 
address openly confesses that the 
commission has in the past set the 
seal of its approval upon practices 
that probably would not survive the 
scrutiny of the courts. His apologia 
is about the best argument against 
the methods that have heretofore been 
followed in attempting to evade the 
restrictions of the law that could be 
presented. He also emphasized a fact 
that ought never to have been forgot- 
ten, namely, that commission approval 
can neither give nor take away from 
the freedom of action which the law 
permits to industry. 

Such being the truth of the mat- 
ter, why did the commission ever try 
to do the impossible, and why is it 
now meeting with opposition from 
representatives of organized trades 
that object to its revisionist plans? 
The answer to the latter question is 
suggested by Commissioner Hum- 
phrey himself when he says that the 
loudest complaint comes from a cer- 
tain class of lawyers who have no 
duties in enforcing the anti-trust laws 
of the country. He might have added 
that certain trade association execu- 
tives likewise have a material stake 
in maintaining elaborate agreements 
that carry official sanction and pro- 
duce the impression of enabling the 
parties thereto to act in concert in 
ways not sanctioned by our anti-trust 
laws. 

It ought to be obvious by this time 


that trade practice agreements are 
no surrogates for legislative abolition 
of prohibitions upon reasonable con- 
tracts in-restraint of trade which are 
now and always have been illegal and 
unenforceable under our anti-trust 
laws. As a matter of fact, most of 
the agreements which the commission 
has sanctioned have proved in prac- 
tice to be lamentably ineffective, like 
all gentlemen’s agreements that are 
without standing in the eyes of the 
law. Their inherent weakness has 
brought about a rapid disintegration 
under the pressure of bad times, 
freshly illustrating the need for an- 
other kind of more solidly based co- 
operative business organization. 

Nevertheless, the Lumber Manufac- 
turers’ Association is said to be seek- 
ing “a way around” the anti-trust 
laws, and has asked the President to 
appoint a lumber conservation com- 
mission to study the general situa- 
tion. The oil producers want similar 
relief and countless other organized 
groups have equally good reasons for 
demanding a hearing. They are sim- 
ply wasting their time, however, if 
they call for the establishment of ad- 
visory boards and expert opinions to 
protect them against falling into legal 
pitfalls. The only way of “getting 
around” the anti-trust laws is to 
change thém by act of Congress. The 
Federal Trade Commission has dem- 
onstrated the futility of trying to “get 
around” these laws by setting the 
stamp of official approval upon prac- 
tices that are illegal as the laws now 
stand. 





Trims-All Lawn Trimmer 


The Trims-All is a lawn trimmer, particularly 
adapted for trimming of lawns and for reaching 
places not accessible to the lawn mower. It is 
made in two types, one with a long handle 
operated from a standing position, and the 
other a short handle for closer range. Trimmer 
is operated by holding the top handle in the 
left hand and having the lower portion bear on 
the ground. On the bottom is a stationary V 
bottom blade 4 inches wide, having two cutting 
edges on the inside of the V. There is an 





upper blade with two outer cutting edges 
which oscillates and, as it travels to either side, 
forms a shear-like cut. Machine weighs approxi- 
mately 3 lb. and the shorter one has an ap- 
proximate weight of 1% Ib. Blades are of 
high grade tool steel hardened, tempered and 
polished. A formed piece of steel together 
with a substantial piece of tubing composes 
the handle. On the bottom structure are a 
hard wooden roll and glide runners. The tool 
is finished in a beautiful shade of green gloss 
— excepting wooden handles, rolls and 
lades. 
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WITHOUT MORE ADO 


Faith, Courage and Constructive Effort Needed 


T seems to be an American 
trait to go to extremes. We 
are prone to be either un- 
warrantedly optimistic or 
ridiculously pessimistic. 

The same person who not so 
long ago eagerly pair 8 per cent 
interest in order to buy stock 
yielding a return of 2 per cent 
might today almost hesitate to 
swap a nickel for a dime. Many 
people who once unhesitatingly 
mortgaged their future in wages 
and anticipated market profits in 
order to buy on the installment plan 
far more than was sensible, are 
now so tight that you couldn’t pry 
two bits out of them with a crow- 
bar. 

I have no intention to rub it 
into those who are without the 
means today, but rather those 
who have the means still—and 
there is a multitude of them—but 
who are afraid of their shadows 
when it comes to releasing a bit 
of coin. Moreover, what is true 
of individuals is, of course, 
equally true of business, because 
corporations are managed by hu- 
man beings. 

If ever there was a time for 
summoning up one’s courage and 
taking a plunge it is now. In- 
terest rates are low, and condi- 
tions today are far more sound 
than they were eighteen months 
ago when, superficially at least, 
everything seemed rosy. If busi- 


By PHILLIPS N. CASE 


ness is slack now, it is to a great 
extent simply awaiting the pleas- 
ure of the people. When we de- 
cide collectively to go ahead, bus- 
iness will be better, and it is dif- 
ficult to perceive how it can be 
better otherwise. The correct at- 





PHILLIPS N. CASE 


President, Blair Mfg. Co., 
Springfield, Mass. 


titude is not “let everyone do it 
but me,” but rather, “I will do 
my part now and I am sure Tom, 
Dick and Harry are doing theirs.” 

Unquestionably there is a real 
reason for a depressicn in the be- 
ginning, but in my cpinion busi- 
ness men themselves are instru- 
mental in prolonging it. It is 
easier to be bold when everything 
is serene than it is when we are 
worried. Yet those who are suf- 


ficiently courageous to go ahead 
when others are holding back 
will probably profit most in the 
end. 

Another thing: When men are 
unemployed or working part time, 


the purchasing power of the. 


country is correspondingly im- 
paired, and the longer it continues 
the more serious it becomes. 
Therefore, if you are an indi- 
vidual, now is the time to buy a 
new hat or overcoat; if you are a 
merchant, see that your store is 
reasonably stocked; if a jobber, 
anticipate your needs moderately 
so that you can give the dealer 
the service he is justified in re- 
ceiving; finally, every manufac- 
turer knows that consumption is 
going to continue, and now is the 
time to prepare for it. There is 
as little risk of anyone’s being 
overspeculative now as there was 
of being too cautious a year or so 
ago. Now is the time to preach 
the doctrine of faith in the busi- 
ness future of the country and 
growth of its industries that was 
once so easy to proclaim. We all 
know that within a few years bus- 
iness will outstrip any record of 
the past—when the greatest fear 
of some was that the public 
wouldn’t have enough leisure time 
in which to spend all its wealth— 
so why not take the bull by the 
horns without more ado, and be 
merrily on our way again. 





‘Merchandise Control in a Hardware Store 
(Continued from page 35) 


Since buying is determined by the 
stock on hand and estimated sales, 
the information obtained by this 
system aids in intelligent and 
profitable buying and _ releases 
capital which might otherwise be 
tied up in dead stock. It gives the 
average mark-up in each depart- 
ment. In a contingency such as 


fire it would be a great help in 
proving the amount of loss. It 
can be used to great advantage in 
conjunction with a budget such 
as outlined by the National Retail 
Hardware Association. On the 
basis of sales or cost of sales, the 
expense of operating each depart- 
ment or handling each line of 


goods can be easily determined. 

To summarize: With the diffi- 
culties of conducting a business 
in this competitive day and age, 
haphazard methods are not con- 
ducive to success. Therefore the 
enterprising merchant who can 
profit by the experiences of others 
and is willing to keep pace with 
new and progressive methods in 
conducting his business has noth- 
ing to fear. 
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Do You Ever Give Your Mind a Bath? 


By SAUNDERS NORVELL 


MAN by the name of Selfridge was a part- 

ner of Marshall Field & Company of Chi- 

cago. On his buying trips he went to Lon- 

don. Observing department store methods 
in London, Mr. Selfridge decided that London was a 
great opening for a new department store run on 
American lines. He managed to get enough money 
together to start this store. What a laugh there was 
in the United States. ‘The idea of a man opening a 
business in a place like London that was already 
overcrowded. <A place where there were army stores, 
cooperative stores and chain stores. Everybody 
knows how conservative the English mind is.” At 
least they think they do. “What a joke for Selfridge 
to risk his money and the money of his friends in 
such an adventure.” 

Then over in England they also laughed. “Just 
one of these cocksure Americans who thinks he can 
come over here and teach us how to run a department 
store. Poor fellow! We are sorry for his stock- 
holders.” Nevertheless and notwithstanding, Sel- 
fridge started his store. 

The story is told that he went to the London Times 
one day and said he would like to negotiate for a full 
page advertisement. “Oh,” said the advertising man- 
ager of the Times, “no one has ever taken a full page. 
Really, sir, it is not done.” “Nevertheless,” said Sel- 
fridge, “make me a price for a full page and I will 
try it once.” “Well, well,” said the advertising man- 
ager. “This is quite surprising. I will refer the mat- 
ter to our Board of Directors.” Finally, as a special 
concession, the Times allowed Selfridge to take a full 
page advertisement. This was the first on record, but 
he has taken many full pages since. 

Years ago, in my hours of relaxation, I wrote a lit- 
tle book called “The Gimlet,” under the name of Mike 
Kinney. Strange to say, in the course of time Sel- 
fridge ordered a number of copies of “The Gimlet” to 
be sent to his various heads of departments. Once 
I wrote an article addressed to manufacturers, sug- 
gesting that in the boxes containing their goods they 
inclose slips of paper giving selling points for the re- 
tail clerk. This plan was adopted by a number of 
manufacturers. Some manufacturers, when they 
found these little slips of paper were lost out of the 
box, printed the selling points on the side of each 
box, so all the retail clerk had to do was to study this 
information and he would know how to sell the goods. 
Then, in many cases a tag was attached to the item 
giving all the points of advantage, so Mr. Consumer 
could read all about the goods he had bought. This 
idea caught on, and is being used by a number of 
manufacturers, even to this day. 

Now it happened that one day the writer was in 
London. Imagine my surprise when I received a card 
at my hotel from the general manager of Selfridge’s. 
When I went down to see him I found a gentleman 
dressed as general managers of large mercantile es- 


tablishments in England dressed before the war. He 
wore a top hat, a cutaway coat, a white lining inside 
his vest, striped trousers, spats and carried his gloves 
in his hand with his stick. He certainly looked all 
dressed up to me. But I soon forgot about his clothes 
because I found him a very live wire. He had called 
to invite me to come around to their establishment. 
In the taxicab on the way over, he informed me that 
out of “The Gimlet” they had picked up an excellent 
idea, and had adopted this idea all through their es- 
tablishment. Of course when I heard this I had to 
take off my hat as it had suddenly grown too small, 
and my chest expansion increased. When I arrived, 
I was shown all over the place and everywhere were 
these selling tags with the information about the 
goods. For instance, in the clothing department my 
guide took down an overcoat and showed me the-tag 
on this coat, on which was an accurate descrip- 
tion of how this coat was made. How much wool and 
how much cotton, whether silk lined, or imitation silk 
lined. Every detail about the coat as explained, and 
then this description of the coat was guaranteed at 
the bottom of the tag by the autograph of Selfridge. 
So they put me on their mailing list, and now for 
many years I have received circulars from time to 
time and articles in the newspapers outlining the 
progress of the house of Selfridge. 

The senior Selfridge, having become one of the 
richest men in England, and having had his daughter 
marry into the nobility, has laid down the cares of 
the business, but he has been succeeded by his son, 
Gordon Selfridge. I remember meeting Gordon Sel- 
fridge at a Beaux Arts ball here in New York, but as 
I was disguised as a pirate and he was dressed as a 
courtier in the court of Leuis the fourteenth, prob- 
ably he does not remember me, nor would he recog- 
nize me if we should meet. 

But the house of Selfridge has grown. They now 
occupy an entire city block in London. They adver- 
tise every day with full page ads. One of the curious 
things about their advertising is in the fact that every 
day an article is written by some literary fellow under 
the name of Calisthenes. I believe Cally was a 
Greek, but I am not going to tell you about him here. 
I have been receiving these articles for years, and I 
have always found them well worth reading. This 
week one of these articles published in the London 
Times on Oct. 138 came to my desk. It is on the sub- 
ject of “The Living Mind.” It is so good; it is so 
true; it is so worth while in these days when all of 
us take such wonderful care of our bodies :and forget 
all about our minds, that I am going to take the lib- 
erty of producing it herewith verbatim. 


THE LIVING MIND 
by Calisthenes. 


“If the life of the mind were guarded by the same 
imperious instinct as the life of the body the world 
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would soon be transformed. Men who make a fran- 
tic effort of self-preservation at the approach of 
physical danger will let their minds become defunct 
with never a pang. Their whole being will react at 
the prospect of losing a finger, but they will not have 
a moment’s uneasiness over the death of their imagi- 
nations. 

“Yet the mind is the man, and the living body which 
houses only a withered group of instincts and catch- 
words instead of a living mind is as great a tragedy 
as one will come across in a day’s journey. 

“In this House we study to keep our minds alive. 
That is the youthfulness which we seek with all our 
skill and watchfulness to preserve throughout the 
years. 

“We have much sympathy with the men and women 
who try to ward off the physical deterioration of age 
—the stiffening joints, the hardening arteries, the 
impoverished muscles, the slack nerves. But we 
would rather ward off deterioration of mind. 

“New ideas! The dead mind never has a new idea 
of its own and will never accept those of other people. 
If we are lazy and let habit eat into the very center 
of our mind, living and moving and thinking in a rut, 
never a thought we have not had before, never a 
phrase we have not used a thousand times, our power 
of getting or appreciating new ideas will most cer- 
tainly die. 

“But it is possible to take precautions against this, 
and we here are not too self-satisfied to take them. 

“If your old experience never stimulates you to a 
new idea—change your experience. If you find the 
bus journey uninteresting, take the Tube! If the 
Tube is dull, then walk.. If you get no new ideas in 
the holiday place you have visited six times, go some- 
where else. If your favorite newspaper never makes 
you think, try another one. If your mind is in danger 
of falling asleep, keep it on the move like a patient 
who has swallowed too much narcotic! The matter is 


urgent. The fear of being unconventional must not 
check us. No effort is too great to preserve the life 
of the mind. 


“That is the sort of brisk regimen we would apply 
if we found the intelligence of this business becoming 
fossilized and lichenous. 

“And not only new ideas, enthusiasm, ideals, imagi- 
nation, sympathy, humor—these are as veritably the 
life of the mind, and we guard them as carefully. 

“It is the privilege of man that he can keep his mind 
immune from the destructive influences of time, and 
we in this House intend to exert our privileges to the 
utmost.” 

* *% * * 

Poetry is the language of youth. Almost every 
great poem is written by the young. Poets, as they 
grow older, gradually lose the spirit of poetic expres- 
sion. It has been said that no man is old if his arteries 
are sound. On the other hand, it may also be said 
that no man is really mentally old if he still enjoys 
poetry. Therefore, to wit, and consequently, as I 
still enjoy poetry, I am still young, and I offer you the 
same test of youth. 

An exchange of letters recently with a real native 
poet leads to the above passing remarks. This poet 





is James Larkin Pearson of Boomer, N. C. I happen 
to know something of the life history of James Larkin 
Pearson and he has surely had a hard time of it. His 
wife is an invalid. He has had to take care of her. 
It has been a hard job for him to keep the wolf from 
the door. Nevertheless, all of his difficulties have 
not stilled his singing, because poetry, you know, is 
after all, partly song. It is said that Rudyard Kip- 
ling, in writing his verses, always sang them. If you 
will read his poems with this thought in mind, you 
will understand their wonderful rhythm. But these 
remarks are not supposed to be about Kipling. Kip- 
ling does not need any write-up by me. 

James Larkin Pearson has just printed a volume of 
his poems. The price is $2. I sent two new, fresh, 
steel engravings of Uncle Sam and I have just re- 
ceived this book of poems and have been reading 
them. They are well worthwhile. They breathe the 
spirit of the log cabin in the woods and the pungent 
smoke of the fireside. Pearson is a poet of the soil. 
Glancing through the book at random, I find this 
poem, which probably is a good thing for all of us to 
read just at present. 

DON’T WORRY. 

“We worry often when we oughtn’t 
About things that are unimportant, 
Thus wasting energy and nerve 
That should for higher duties serve. 


“We ought to make some calculations 
About our daily occupations, 

And carefully, from day to day, 
Cut out the work that doesn’t pay. 


“Lay out your work, and prune and trim it, 
Because your powers have a limit, 

And since you can’t do all in sight, 

Do what you can and do it right. 


“Let nothing then your mind encumber, 
But go to bed and take your slumber, 
Forgetting all the ups and downs 
That filled the day with ugly frowns.” 


Pretty good, isn’t it? But just reading this one 
poem doesn’t get us or Pearson anywhere. You know, 
here in New York on Wall Street, they are supplying 
the unemployed with eating apples to sell. These 
unemployed are standing on the street corners offer- 
ing apples at 5 cents each. A story is being passed 
around that a prominent banker stepped out of the 
temple-like entrance of his bank and ran plump into 
a broker he had known in happier days, selling apples. 
“My, my,” said the banker. ‘Is it possible you are my 
old friend Bill Smith, and that you have been re- 
duced to standing on the street corner selling apples? 
Too bad, too bad.” “Yea,” replied Bill, “I am your 
old friend, but I don’t want your sympathy. For God’s 
sake, buy an apple.” So I am suggesting to readers 
of the HARDWARE AGE who wish to enjoy a good book 
of poems, or who wish to buy a book of poems to give 
to someone else as a Christmas present, that they send 
a couple of dollars to James Larkin Pearson, Boomer, 
N. C., and ask for his book of poems. Write him a 

(Continued on page 78) 
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“We Moved 


from 


Main Street 


and 


Increased Our 


4 AA 
Business 


Churchill Hardware Co., 

Galesburg, Ill., are ahead 

of last year’s business in 

spite of extensive move 
to new store 


REQUENTLY the advan- 
tages of a main street loca- 
tion are over-rated if one 
may base his conclusion on 
the experience of the Churchill 
Hardware Co., Galesburg, Ill. This 
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The new premises of the Churchill Hardware Co., Galesburg, IIl. 


firm after having spent 50 years on 
Main Street recently moved into 
new and more modern quarters 100 
feet off of the principal business 
thoroughfare. Business has been 
better in the new location and store 


than in the old location. In fact, 
according to G. B. Churchill, presi- 
dent, business has been better not- 
withstanding that the change was 
made during the present period of 
business depression. 

Mr. Churchill, in commenting 
upon this, says: “Our business for 
1930 exceeds that of 1929 in spite 
of the lost trade at the time we 
were moving and re-arranging our 
store.” Instead of standing still, or 
worse yet, losing ground, this firm 
forged ahead during a period when 
most retail establishments were 
marking time. To Mr. Churchill, 
the depression, it seems, offered a 
splendid opportunity to prepare for 
increased business when prosperity 
returns. Several important factors 
are more favorable under such con- 
ditions than under normal times, 
so far as making store improve- 
ments are concerned. There can be 
no reason for the often offered ex- 
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cuses: “We have been so busy; we 
haven’t had time to make any im- 
provements. Labor and materials 
at such times are usually available 
at a lower cost. Then, too, any race 
is easier won if most of the other 
runners are faltering or have slack- 
ened their stride. The example pro- 
vided by similar projects is also 
worthy of consideration. Tending 
to promote industrial activity and 
providing employment for many 
workers, it is an example deserving 
of emulation and approval by the 
entire community. 

Whether influenced by the mo- 
tives outlined in the preceding 
paragraph or by the possibility that 
rentals are more reasonable in the 
new “side street” location, the fact 
remains that the move has been a 
wise and productive one for this 
particular store. It demonstrates 
that no matter how hard it is to 
believe, firms having an adequate 
surplus available for such improve- 
ments, can make them at the pres- 
ent time under exceptionally favor- 
able circumstances. 

Churchill’s are justly proud of 
their new quarters, which were en- 
tirely remodeled to provide the 
most approved facilities. for their 
special purposes. The new store is 
36 feet wide, 120 feet long, while 
the main sales floor has an 18-foot 
ceiling, permitting a balcony office 
directly over the show windows. 
This provides a spacious office 18 
by 36 feet, equipped with vault and 
lavatory, also allowing ample space 
for four desks, filing cabinets and 
library.- Natural light and ventila- 
tion is declared perfect in this office 
location. Another advantage of the 
office location is that it constantly 
permits a full view of the store. 

Adequate and attractive display 
of the entire line of housewares 
carried by the store is provided by 
a well lighted basement having a 
ceiling nine and one-half feet high. 
Another advantage of the relatively 
high ceiling on the main sales floor 
is that it allows for 15 large win- 
dows on the side of the store adja- 
cent to the street. Further use of 
the ceiling space is made by a mez- 
zanine floor on three sides of the 
main sales floor. 

Since the accompanying photo- 
graphs showing the new store were 
taken, six of the showcases shown 
in the pictures have been replaced 











Main Floor—North Side 


with open display tables. Relative 
to this change, Mr. Churchill made 
the following comment: ‘“Eventu- 
ally, I think we will have to move 
out .more showcases and replace 
them with open display tables. Al- 
though the showcases look better, 
the tables sell more goods.” 
Everything in the store is sam- 
pled and the stock is right behind 
the samples or directly below them. 
“This,” said Mr. Churchill, “makes 
it the easiest store to do business 
in we have ever been in.” 
Merchandise displayed on the 
open display tables is all grouped 


so that related items are displayed 
together. One table features glue, 
plastic wood, cement, patching 
plaster, fire clay, roof cement, fur- 
nace cement, stove cement, alumi- 
num paint, gold paint, enamels, 
shellac, lacquers, varnish remover, 
etc. Another has everything for 
the bird and goldfish, 46 different 
articles. Still another displays 80 
different kinds of brushes. Every 
type of electric light bulbs is 
shown on another, while electrical 
parts of the smaller type are also 
featured on a separate table. Fifty 
(Continued on page 67) 
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A Billion Dollar Market for Electric Clocks 


By R. H. Whitehead 
President of the New Haven Clock Co. 


HERE are nineteen million homes wired for 

electricity in the United States, and as this 

number is rapidly increasing with the exten- 

sion of electric power into rural sections of the 
country, we have an ever-expanding market. With an 
average of four clocks to the home, this represents a 
rapidly growing market of more than seventy-five 
million clocks. This amounts to a billion dollar market. 
Therefore, this newest part of the electrical family is 
expected to rival in importance that young giant, the 
radio. 

Before the days of broadcasting, the general public 
was content with timepieces that gave them approxi- 
mately accurate time, but now, with large broadcasting 
stations sending out time signals at frequent intervals, 
we have become accustomed to using correct time and, 
therefore, the demands for this time service are coming 
from every direction and the general public is looking 
for means to attain it. 

The coming of “super-power” and the interconnecting 
of hundreds of power stations made “regulated” current, 
i.e., current of constant frequency, necessary ; numerous 
ways of accomplishing this have been developed by vari- 
ous companies. As a result, progressive power com- 
panies everywhere supply a current suitable for the 
synchronous or sub-synchronous type of electric clock. 
It will be readily seen, then, that the only important rea- 
son for time-error is in the interruption of the current. 
Surveys show that, where the current is regulated, most 
of these interruptions are of very short duration. 

There are two types of synchonous or sub-synchronous 
clocks: the self-starting type and the non-self-starting 
type. Engineers of both New Haven and Westinghouse 
have brought together all the advantages of both types in 
connection with the use of self-starting motors by the 











introduction of an auxiliary device known as the auto- 
matic control. This device is a current interruption 
totalizer which adds up the small interruptions of cur- 
rent to a predetermined total of one, two or three 
minutes as the user chooses. The reason for this being 
that if the current should go off the line during an elec- 
trical storm or the blowing of a breaker in a power ‘ 
house, these interruptions are usually corrected within : 
a few seconds, and therefore would not affect practical 
accuracy. It would take months to accumulate the full 
two or three minutes’ interruption without resetting of 
the clock. In the meantime, the user would always 
know his timepiece was accurate within the pre-deter- 
mined period. 

The merchandising possibilities of electric clocks are 
obvious. The oldest and best of the large clock manu- 
facturing concerns are working hand in hand with one 
of the two great outstanding electric firms of the West- 
ern Hemisphere to develop the market. The electric 
company supplies the motor. The tie-up between the 
clock companies and the great electric companies means 
that dealers handling electric clocks can expect every 
mechanical perfection and every refinement of accuracy 
in time keeping that are today possible. As a result, 
and in addition, he can expect the maximum of help 
and cooperation in getting the product over to the public 
as a result of organized manufacturing and marketing 
plans. Responsible dealers everywhere are being solic- 
ited by the clock company to look into this new proposi- 
tion, the marketing of timepieces, and are doing it. 

Let these facts sink in: With 19,000,000 homes wired 
for electricity, with an average of four clocks to a home, 
comes a rapidly growing market of 75,000,000 electric 
clocks. This means a billion dollar potential market for 
the dealer to take advantage of. 
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Locksmiths are Worried 
by Hardware Store Competition 


HE locksmith of today is 

confronted with two kinds of 

competitors that he must ad- 
just himself to or become extinct. 
The first competitor has a hole in 
the wall on some prominent thor- 
oughfare where he is in a posi- 
tion to cut prices because his 
work is only duplicating keys, 
which takes no effort or crafts- 
manship. The other competitor is 
the hardware store which cuts 
keys at no profit, for the simple 
reason of drawing the trade. 
These are the problems -you are 
up against, brother members. Do 
not look at these problems, how- 
ever, aS being something serious. 
Look at them as unavoidable com- 
petition, and try to solve these 
problems for your benefit. We 
can all look back fifteen or twenty 
years ago, when the druggist 
could make his living by applying 


his trade as such and meeting all _ 


expenses, but with the introduc- 
tion of patent drugs, it didn’t take 
a pharmacist to be a druggist. 
Anybody could be made a drug- 
gist in a few months. The drug- 
gist at that time was very hard 
hit. By this I mean the druggist 
who was depending on making 
drugs only. He couldn’t meet his 
obligations, his overhead. What 
was the result? The drug store to- 
day is doing about 5 per cent busi- 
ness in drugs and 95 per cent is 
in patent medicines, soda counter, 
cigarettes and lunch room. The 
same problem which confronted 
the druggist fifteen or twenty 
years ago is confronting you to- 
day, and it is up to you to adjust 
yourselves to present conditions 
if you don’t want to be extinct en- 
tirely. 

Some years ago when I first 
went into business, my intentions 
were to do nothing but locksmith- 
ing. I soon realized that lock- 
smithing alone would never give 
me or my family the necessities 
of life that I wanted them to have. 
For instance, if you have six lock- 
smiths working for you and you 
can keep them busy every day in 
the week, at an average, how 
much can they earn for you? The 
most of all, say, is $12 a day. 





Charles Courtney 


It is not often that the retail 
hardware merchant gets an op- 
portunity to learn how his effi- 
cient merchandising has handi- 
capped some other closely re- 
lated business man. He often 
hears how chains and mail order 
houses take trade away from him 
but this is different. These are 
extracts from the annual address 
of Mr. Courtney made as presi- 
dent of the American Associa- 
tion of Master Locksmiths at 
that body’s recent convention in 
New York City. 

—Tue Eprtors. 


Time passes quickly when you 
have to send a man on half a 
dozen or more little jobs to make 
the $12. Alright, you have the 
work to keep them busy; a man 
who makes $12 a day for you—his 
wages will be no less than $6. 
There you have $36 a day by keep- 
ing six men employed. Now fig- 
ure overhead expenses, tools and 
other items, and you will soon find 
out that your financial progress 
will be very slow. There is only 
one solution to this present diffi- 
culty, and that is, besides doing 
locksmithing, sell locks. The pub- 
lic should always go to the lock- 
smith to get locks, but it is the 


locksmith who has educated the 
public to get locks in the hard- 
ware store, and he will install 
them for you. The result is that 
the locksmith has been sending 
customers to the hardware store. 
The hardware store who was a 
better business man than the lock- 
smith soon found out that it 
doesn’t pay to send to the lock- 
smith to install his locks, so he 
got a boy for $10 a week or so, 
and he had the boy installing 
these locks. The same way with 
keys. The hardware store also 
found it very profitable to keep a 
key machine and some _ blanks, 
especially when blanks could be 
bought at absolutely nothing. It 
is the locksmith who never sold 
any locks who has helped to make 
every hardware store a locksmith. 
It is the locksmith who is finding 
himself the big sufferer of the 
years he has lacked an organiza- 
tion. I know some of you lock- 
smiths might say: “It is an ex- 
pensive item to keep locks on 
shelves.” Brother locksmiths, it 
is not. It is only a few years ago 
when I started off with three 
night latches as a nucleus of my 
business, and I want to tell you it 
took one month before one of 
those locks moved. Today I am 
glad to say that I keep locks of all 
prominent manufacturers, and 
when I buy locks, I buy one hun- 
dred at a time. Now, the same 
opportunity is open to you. When 
you go home, if you are not al- 
ready in the business of selling 
locks, invest some money, no mat- 
ter how little, display them, ad- 
vertise them, and make up your 
minds to sell them. If you notice 
you are getting a call for a cer- 
tain’ lock once, twice or three 
times, make sure that the next 
time anybody calls for it you will 
have it. I do not mean that you 
should give up the locksmith busi- 
ness, but you will find by selling 
locks, you will get a _ certain 
amount of revenue that otherwise 
will not be yours. 

Now coming back to locksmith- 
ing. Hundreds of thousands of 
locks are being repaired every 

(Continued on page 65) 
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“—=_IN the WEEK’S MAIL — 


Creating Public Sentiment 


, LA.—Public senti- 
ment can be created as the result of 
the campaign you have been carrying 
on through the editorial pages of 
HARDWARE AGE and the launching of 
the subject of public utilities mer- 
chandising plans on the floor at Atlan- 
tic City last month, to the extent that 
no doubt, State public service commis- 
sions will insist on public utilities 
segregating their merchandise busi- 
ness from their power selling organi- 
zation, making each stand on its own 
legs. 

The trick by which utilities have let 
their power rates absorb and carry 
the load of the loss sustained in mer- 
chandising has created a discrimina- 
tion against independent jobbers and 
retailers alike. R. J. O 





Plain Facts Plainly Told 


The retail hardware firm of W. J. 
Savage & Co., Bolivar, Tenn., is firmly 
convinced that the manufacturer 
should definitely choose his channel of 
distribution and stay in that channel. 
It is also strong in its convictions that 
the jobber should confine his selling 
efforts to independent retailers, and 
not attempt to straddle the fence by 
supplying mail order houses with such 
goods as those houses cannot obtain 
from manufacturers direct. 

However, unlike most retailers, this 
firm believes in boldly stating its be- 
liefs, and, so far as possible, living up 
to them. In other words, its buying 
is in accord with its beliefs. 

The business stationery of this firm 
definitely expresses this policy as the 
above cut indicates. Across the bottom 
in type large enough to be plainly 
read are these words: 

“We do not buy from manufac- 
turers or jobbers that sell mail 
order houses.” 

This stationery is used in all corres- 
pondence with makers or distributors 
of goods the firm handles. 


A Friend of Norvell and 
Hardware Age 


——, TENN. Saunders Norvell: My 
right to address you as “friend” comes 
through having been in the hardware 
business for twenty-five years, and 
certainly no man could have been in 
this business that long without con- 
sidering you his friend. 

Our friendship dates back to the 
“Mike Kinney” days, and I often think 
of the helps received during all those 
years. 


This note was prompted by your 
“Booms and Depressions” article in 
HARDWARE AGE. I consider it the most 
sensible comment I have read along 
that line and I just wanted to thank 
you for your work. 

I find HARDWARE AGE a good paper, 
and your contributions to it go to 
help making it so—S. M. V. 


Better National Contact Be- 
tween Jobbers and Dealers 


—, CAL. Referring to-your issue 
of Oct. 31, 1930, remarks of Mr. 
Woodmansee contain, at the end, a 
remark which merits special attention. 
See page 148. 

All of us interested in the hardware 
business know that there is more or 
less general cooperation and contact 
between jobbers and retailers at con- 
ventions, etc., held by the latter in 
the several States. There is no trace 
of such contact on a national scale, at 
national conventions, such as, for in- 
stance, that between jobbers and man- 
ufacturers. 

Our friends, the national chains, 
are overlooking no such profitable con- 
tact between the retail and distribut- 
ing ends of their businesses. 


A Grocer Compliments Us 


——_—_——, OHI0.—Just recently I 
obtained HARDWARE AGE from a hard- 
ware dealer. Even though it was a 
May 15 issue, I enjoyed reading it 
very much, especially “This Man 
Henderson.” This article exposes 
many things that an ordinary maga- 
zine would not. 

Do you know that Henderson is put- 
ting out a petition which he wants 
everyone to sign? Speaking of peti- 
tions, I wish to say that I with the 
help of my brothers, have filled one 
petition, and it is on its way to 
Shreveport. 

In your article you mention the 
M.M.M. as being his trade mark for 
his organization. I am also happy to 
say that my dad belongs to this or- 
ganization. My dad has an individual 
grocery store. 

Mr. Heale, I want you to accept this 
message as a compliment for writing 
about Henderson. I want you to feel 
that this kind of advertising is for the 
good of the people. Here’s hoping 
that you will write more about chain 
stores in the future for HARDWARE 
AGE and other ages. I will be glad to 
answer any of your communications 


in the near future as to further in- 
formation about above. 
¥F. S., 


A Grocer. 


A Campaign of Education 


New York STATE.—Permit me the 
liberty of offering a few suggestions 
that may be of some help to dealers 
who are not concerned about costs 
and selling prices in these hectic days 
of cut prices and keen competition. 
If the dealer could be brought to a 
realization that he is actually losing 
money when he starts on a price cut- 
ting campaign I believe in most cases 
it would stop. I know of some dealers 
in this modern age of merchandising 
that figure profits on cost instead of 
selling price. If you could set forth 
some simple problems from time to 
time that would be understood by 
these dealers who have not had the 
advantage ot more than a grade 
school education, it undoubtedly would 
be a great help, and in the end it may 
bring back to the fold some of those 
who have fallen by the wayside. 

In closing I want to tell you that I 
owe a great deal of my success as a 
hardware man by keeping abreast of 
the times and keeping informed 
through the pages of HARDWARE AGE 
what is taking place in the hardware 
world and getting the viewpoints of 
other dealers who express themselves 
in your magazine. m: i. .2 


The Fight Will Be Waged 


W. Va. The public utilities 
seem to be going at it with renewed 
vigor, showing utter disregard for 
the rights of others. 

Inclosed find clippings from last 


night’s local paper. One ad by a gas 
company offers ridiculous terms, 
trade-in, etc., on a gas range. The 
other by an electric company offers 
an electric range on a small down 
payment, the balance in easy month- 
ly payments—with electric service 
bill. 

Thus, not only the advertising cost, 
but the delivery, the installation, the 
collection and all other overhead cov- 
ering a period of eighteen months can 
be grouped under their operating ex- 
penses. It doesn’t appear as though 
the utility groups are disposed to 
“soft pedal” despite the agitation now 
going on. 

Neither does it seem that they pay 
much attention to the way the winds 
are blowing, as evidenced by the last 
election. In offering these ridiculous 
terms they enter into direct competi- 
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tion with some of their largest cus- 
tomers—distributing houses, depart- 
ment stores, hardware, furniture, 
housefurnishing, general store, etc., 
are in the aggregate extensive users 
of electric current and power. They 
pay the standard rate for the service 
they enjoy, and yet are called upon 
to compete with the outfit that en- 
joys governmental protection. Per- 
haps some of their own cash goes to 
help finance the merchandise offered 
in competition. 

However, the profits and the divi- 
dends for the shareholders in these 
public utility outfits seem to be of 
prime importance—whether the pri- 
vately owned enterprise goes broke 
or breaks even or makes a meager 
profit. 

I do not consider that this is fair 
treatment; it is not right, and a wiser 
man than I one time said, “A thing is 
never settled until it is settled right.” 
I am one individual who feels that 
the public utility has no right under 
any circumstances, under any condi- 
tions, to market merchandise at any 
kind of a price—be that high or low 
—but that view is not shared evident- 
ly by the executives of our public 
utilities. 

For these reasons then I feel that 
the fight should be waged until we 
learn just what the rights of the utili- 
ties are. Keep up the running fire. 

—W. F. K. 


Carelessness in Collection 
Departments 


In the following letter, the Caro- 
lina Hardware Co., Raleigh, N. C., 
calls attention to the carelessness 
which prevails in the collection de- 
partments of many business organi- 
zations; carelessness ‘which often 
causes embarrassment to those with 
whom such organizations do business. 

Often the carelessness can be at- 
tributed to inefficient employees, 
whose training is limited to the use 
of files and form letters. 

The subject is so timely, and exist- 
ing conditions are so fully described 
in the letter, that we publish it in full. 
At the same time we are heartily in 


accord with the concluding para- - 


graph, which says that any sugges- 
tions from our readers on this sub- 
ject will be greatly appreciated. 

The letter reads as follows: 

“Ts there a department in your pub- 
lication through which one can make 
a plea against CARELESSNESS in 
collection departments? This has 
grown to be a dangerous evil and par- 
ticularly costly during these times of 
depression. 

“Much embarrassment and unpleas- 
antness of a serious nature has been 
caused by concerns of similar names 
being confused by some careless or 
uninterested clerk. Due to conditions, 
all merchants and manufacturers are 


more than ever on the watch-out for 
unfavorable financial reports of their 
customers—both old and new—and 
the smallest error in such reports 
either way can be very serious for 
all concerned. 

“We realize the vital importance of 
these errors in as much as we have 
been greatly inconvenienced and em- 
barrassed a number of times by the 
confusion of our rating and that of 
a less fortunate concern bearing a 
similar name to ours. We have been 
fortunate in straightening out each 
incident with a minimum amount of 
trouble, expense and delay, but it was 
unpleasant to say the least, and there 
is always that possibility of not being 
directly advised of the error—thereby 
not having the opportunity of cor- 
recting it. 

“When the mistake is known, it is a 
simple matter to clear it up, but the 
real danger comes through the rec- 
ords of the mercantile agencies or as- 
sociations. Factories and merchants 
are naturally very careful for them- 
selves in the interest of future busi- 
ness, collections and good will. Mer- 
cantile agencies and associations have 
no way of being cautious—as they 
are compelled to pass on such trade 
information only as it is given them. 

“This plea should be made directly 
to all concerned—and we are all con- 
cerned either directly or indirectly. 
Of course, little cooperation could be 
expected of the ‘less fortunate’ one 
bearing the similar name, but with 
the cooperation of the others the pos- 
sibility of the ‘less fortunate’ being 
able to ‘ride’ on the credit of the other 
can be practically done away with. 

“Any suggestions from you or your 
readers will be greatly appreciated. 

—‘E. L. T.” 


Thank You, Mr. R. 


———_——, NEw York.—The arti- 
cle by Mr. Gallagher entitled “The 
Wholesale and Retail Dollar,” is, in 
my judgment, the most sensible, com- 
prehensive and clear-cut statement of 
the present situation that I have read, 
and I think that HARDWARE AGE is to 
be congratulated upon presenting so 
worthy an article. 

Very truly yours, 
S. EB: R. 


Debunking the Depression 


GEORGIA—I have just finished read- 
ing Mr. Gallaher’s article on page 24 
of the HARDWARE AGE, issue of Oct. 
23. I wish to congratulate him on 
the excellent conclusions expressed in 
his article. It is indeed refreshing to 
see that someone has the courage and 
ability to call into question the in- 
spired interviews and fallacious pre- 
dictions of some of the so-called “lead- 
ers” in business. 


This business of fooling the public 
by inspired propaganda apparently 
has gotten to be quite an art, and if 
it were not for men like himself, it 
would very probably be put over with- 
out being questioned or analyzed, and 
without having its superficial quali- 
ties revealed. 

I think you are rendering the coun- 
try a genuine service by uncovering 
and pointing out these weaknesses in 
our present-day publicity agencies. 

I will follow with further interest 
articles both in HARDWARE AGE and 
Clover Service, which I have received 
for some years.—R. W. H. 


He Agrees with Gallaher 


WEST VIRGINIA—I have enjoyed im- 
mensely reading Mr. Gallaher’s re- 
ply to Mr. Dickinson regarding labor, 
wages and the future. 

Like yourself, I can lean more to 
the views expressed by that outspoken 
banker in Cleveland and to which the 
President felt called upon to answer. 

Naturally, as you say, the “big 
boys” all want large payrolls. Henry 
Ford can say, “Don’t cut wages,” and 
then go to Europe, but it always hap- 
pens that somebody must pay the bill. 
High wages, of course, enable the 
Fords, the Sloanes, the Raskobs and 
the other saviours of the country in- 
dustrially to continue saving the coun- 
try by making luxuries and near- 
luxuries. This in turn enables them 
to appear in the role of good fellows 
—regular guys—keeping their work- 
men happy and contented. Why not? 
We could do the same thing here (and 
we don’t lay any claim to particular 
skill), and we could do the same with 
the coal miner, the steel worker, the 
glass blower, et al., if we could keep 
them on full time employment at 
boom-time wages. 

Il say even we are skillful enough 
to keep labor in line if we can follow 
such a course. I compliment you on 
the able answer you gave to our 
Printers’ Ink friend, and armed with 
this he may be able to have another 
interview, or*to have the views modi- 
fied a little. 

While I am usually rated as an op- 
timist (but have no desire to talk 
about myself), I fail to see good times 
right around the corner. In fact, in 
my opinion they are several blocks 
down the boulevard and still around 
the corner, so that even the first faint 
notes heralding returning prosperity 
are not yet discernible to such ears as 
I came equipped with, nor to such 
sight as I am endowed with. Mean- 
while, of course, the thing for us all 
to do is to work, for I am reminded 
of a remark made, I believe, by a 
New York column writer some years 
back as follows: “There yet remains 
a few of us who must do the world’s 
work, for we can’t all be either poli- 
ticians or efficiency experts.” 

—wW. F. K. 
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Merchandising and Current Accounts 


Commencing Jan. 1, 1931, all 
public utilities 
must maintain separate account- 
ing systems in connection with 
their merchandising activities, 
with a view to segregating 
profit or loss on these depart- 
ments from the rates for elec- 
tric current or gas consumption. 
The law provides that: 

First. All those offering for 
sale equipment such as gas and 
electric ranges, appliances and 
other electric equipment, must 
keep separate books for their 


in Wisconsin 





merchandising business. These 
accounts must show all sales of 
merchandise. 

Second. All charges for ad- 
vertising articles offered for 
sale by public utilities must be 
charged to the advertising ac- 
count. 

Third. All storeroom space, 
either for storage or display for 
sale of equipment, must be paid 
for as a merchandising charge. 

Fourth. All labor in any way 
connected with the sale of 
equipment must be charged to 
the merchandising account. 





PROTEST SALES TAX AT 
MEETING IN NEW YORK 


Representatives of hardware, 
department store, jewelry, tex- 
tile and many other businesses 
attended the resumption of the 
hearing of the ‘New York State 
legislative commission on revi- 
sion of the tax laws, held on 
Nov. 19 at the home of the Bar 
Association, W. 44th St., New 
York City. The hardware 
trade was represented by R. J. 
Atkinson, Brooklyn, N. Y., for- 
mer president, N. R. H. A. 
Members of the committee 
spoke in opposition to a sales 
tax, which some members of 
the tax revision commission are 
said to advocate. State Sena- 
tor Seabury C. Mastick, chair- 
man of the commission, stated 


that such reports are premature. | 


Some of the members who 
spoke against the proposed tax 
held a private conference prior 
to the conference and agreed on 
the allocation of topics each 
speaker discussed at the meet- 
ing. One speaker opposed the tax 
on the ground that it would 
involve an enormous increase in 
overhead. Another member 
pointed out that it is an inop- 
portune time to add such a bur- 
den to the consumer who in 
the end will bear it. Others at- 
tacked the proposition with a 
question as to its necessity. An- 
other member pointed out that 
the time between passing of 


such tax and readjusting the 
price 


of merchandise would 














throw the burden of the tax 
upon the merchant, and that it 
would be difficult to collect the 
tax for that period from the 
consumer. 

A well-known politician 
stated that tax revision was 
necessary for the small home- 
owners and farmers, but that 
a sales tax would be “the last 
way to find new money.” An- 
other view was that any such 
tax that would have to be ab- 
sorbed by the merchant would 
necessitate reduction of other 
expenses of selling, which 
would have to be taken out 
of the payroll or out of pub- 
licity costs. Others held that 
the retail merchant is not at- 
tempting to escape a_ proper 
share of the tax burden. The 
purpose of the protest was held 
to be made in an effort to get 
the commission to consider the 
proposed tax completely and 
properly, without rushing into 
it in too great a speed. It 
was further pointed out that 
distribution would have to be 
strengthened in the next decade, 
and that such a sales tax might 
seriously affect such progress. 


HENRY T. PRATT DIES 
T.. Pratt, 


long well known in the wire 


Henry who was 
trade of the Central West, died 
at his home in St. Petersburg, 
Fla., Nov. 11, at the age of 76 
years. He was connected with 
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Chicago, Ill., for 32 years of 
his active» business life, having 
been for a considerable part of 
that period the company’s dis- 
trict sales manager at Cleveland, 
Ohio. 


ENGLISH & MERSICK GO 
INTO RECEIVERSHIP 


It is reported that the firm of 
English & Mersick, New Ha- 
Conn., 
ware manufacturers, went into 
receivership upon the petition 
of Arthur F. Woodruff, Fred- 
erick T. Bradley, New Haven, 
and the Union New Haven 
Trust Co. 
Booth named Maurice Bailey, 
public accountant, as receiver 
for the firm on ‘Nov. 12. Mr. 
Bradley was treasurer of the 
concern, and Mr. Woodruff and 
the trust company are execu- 


ven, automobile hard- 


tors of the will of the former 
president, the late Major John 
B. Kennedy. The petition for 
receivership asked that the cor- 
be 
ground that 
danger of waste through litiga- 
tion. Officers of the firm are 
said to have blamed the business 


poration dissolved on the 
its assets are in 


depression for the company’s 


condition. 


Judge John Rufus 


The Wickwire Spencer Steel 
Corp., New York City, which 
up to the present time has 
maintained a small office in 
Tulsa, Okla., selling oil field 
rope, has taken a long-term 
lease on a building to be erected 
in Archer Street, that city, and 
will maintain offices there in ad- 
dition to a large warehouse 
stocked with wire rope, chain 
link fence, Clinton electric 
welded fabric, welding rods 
and other products of the com- 
pany. The district covered by 
the Tulsa office includes sever: 
States: Kansas, Oklahoma, 
Texas, New Mexico, Arkansas, 
Louisiana and Mississippi. 

The Wickwire Spencer Sales 
Corp. will sell all the com- 
modities manufactured by the 
Wickwire Spencer Steel Co., 
and the American Wire Fabrics. 
Corp. will sell all the products 
manufactured by that company. 
Both of these concerns are sub- 
sidiaries of the Wickwire Spen- 
cer Steel Co. The American: 
Wire Fabrics Corp. makes 
screen cloth, poultry netting, 
etc. 

E. L. Stevens will have 
charge of all sales of both com- 
panies. L. J. Baldwin will be 
in charge of sales of the Ameri- 
can Wire Fabrics Corp. J. J. 
Lovell will be in charge of 
sales of Wickwire Spencer wire 
rope. G. L. Crawford will be 
in charge of Clinton electric 





welded fabric. 





Law Effective 


At the general election Nov. 
4 the State of Massachusetts de- 
cided favorably on the passage 
lof the so-called Anti-Steel 
Trap Law to become effective 
within thirty days. The bill 
sponsored jointly by the Anti- 
Steel Trap League and the Ani- 
mal Rescue League, received, 
according to unofficial but pub- 
lished reports, a two to one ma- 
jority. Briefly, the law “makes 
it a misdemeanor punishable by 
a fine of fifty dollars, for any 
person to use, set or maintain 
any trap or other device for the 
capture of fur-bearing animals, 
; which is likely to cause con- 








Massachusetts Bans Game Traps— 


December 4 


tinued suffering to an animal 
caught therein and which is not 
designed to kill the animal at 
once or take it alive unhurt, ex- 
cept traps and other devices for 
protection against vermin, set or 
maintained within fifty yards of 
any building or cultivated plot 
of land to the use of which the 
presence of vermin may be det- 
rimental.” 

The full text of the law is 
shown in a bulletin “Official 
Information to Voters, State 
Election, Nov. 4, 1930,” avail- 
able upon request from Fred- 
eric W. Cook, Secretary of the 
Commonwealth, Boston, Mass. 
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NUTMEGGERS ENTERTAIN 
DEALERS AT MEETING 


The Nutmeggers held their 
monthly meeting on Nov. 12 at 
the City Club, Hartford, Conn. 
Allen H. Newton,  vice- 
president, Hartford-Connecticut 
Trust Co., Hartford, Conn., 
spoke on “Business Conditions 
—Both at Home and Abroad.” 
He painted a picture of -condi- 
tions as he found them in Eu- 
rope during a trip made last 
summer. Mr. Newton found 
that this country is in much bet- 
ter condition than the countries 
in Europe. He stated that the 
world today is suffering because 
business was traveling too fast 


recently. 

More than forty members 
of the Connecticut Hardware 
Dealers Association and Nut- 


meggers were present at the 
meeting, which was. conducted 
by President E. C. Sullivan, L. 
L. Ensworth & Son, Inc. The 
dealers were guests of The Nut- 
meggers. Following the meet- 
ing the entertainment commit- 
tee, headed by Karl Martin, 
Minnesota Mining & Mfg. Co., 
the first vice-president and en- 
tertainment committee  chair- 
man, offered a program of danc- 
ing, singing and musical novel- 
ties, given under the auspices of 
C. D. Churchill. 

Guests of honor were- the 
following officers of the deal- 
ers’ association: President, Mr. 
Hitchcock ; vice-president, Chas. 
Young, Windsor Locks, Conn. ; 
vice-president, W. L. Thorpe, 
North Haven, Conn.; treasurer, 
H. W. Morse, Meriden, Conn., 
and secretary, Charles Freeman, 
Branford, Conn. 





MRS. S. L. CONOVER DIES 


Mrs. Sara Louis Conover, 81, 
widow of the late William Ed- 
gar Conover, member of the 
wholesale iron firm of James S. 
Conover, New York City, died 
in her home in Greenwich, 
Conn., Nov. 18. 


RECOMMENDATION ON 
STEEL LOCKERS IS 
REAFFIRMED 


The Division of Simplified 
Practice of the 
Standards, Department of Com- 
merce, has just announced that 
Simplified Practice Recommen- 
dation No. 35—Steel Lockers 
has been reaffirmed, without 
change, by its standing com- 
mittee, for another year. 

A survey of production, con- 


jureau of 


adherence to this recommenda- 
tion to be approximately 78 per 
cent. 


G. E. PURPLE DIES; PRES., 
FLEXIBLE STEEL LACING 


George E. Purple, president, 
Flexible Steel Lacing Co., Chi- 
cago, Ill, died Nov. 3 at La- 


Grange, Ill. He was born in 
1864 in Wellington, Ohio, and 





GEORGE E. PURPLE 


moved with his pioneer parents 
to Knoxville, Tenn., and later 
to Kidder, Mo. When a young 
man he went to Chicago, where 
he occupied several positions as 


a tool and machine designer. 
In 1907 Mr. Purple, A. B. 
Beach and P. S._ Rinaldo 
founded the Flexible Steel Lac- 
ing Co. 

Mr. Purple, who was active 
in many charitable organiza- 


tions, is survived by Mrs. Pur- 
ple, a son, a daughter and a 
brother. 


MASTER LOCKSMITHS 


HOLD CONVENTION 
Members of the National | 


of Master Lock- | 


Association 








smiths held their third annual | 
convention and exhibition at | 
the Pennsylvania Hotel, New 
York City on Nov. 11 and 12. 
Considerable interest was 
manifested in the displays of 
modern locks, which for con- 
trast were displayed in con- 
junction with a collection of old 
style locks. Several recent in- 
novations in lock mechanisms of 
various types were on view, as 
well as key making machines 
and locksmiths’ supplies. 

The convention was concluded 








-ducted prior to the revision 





meeting, indicated the degree of | 


Pennsylvania Hotel which was | 
attended by more than two | 
hundred members and guests. | 
Leonard Schimoler served as 
chairman of the entertainment 
committee. The program in- | 
cluded vocal selections by Paul- | 
line L. Kessler and dinner and | 
dance music. William H. Has- | 
sel, Jr., editor of The Master | 

| 

| 





Locksmith served as __ toast- 
master and introduced the guests 
of honor. Dr. Monroe Strass- 
berger, representing the Mayor | 
of New York City, delivered | 
the address of welcome. Charles 
Courtney, president of the as- | 
sociation, then delivered his 
annual address. An address by 
William H. Hassel, Jr., brought 
the dinner program to a close, | 
after which dancing was en- | 
joyed. | 





ELECTRICAL LEAGUE 
OPENS NEW QUARTERS IN 
CLEVELAND 

On Tuesday and Wednesday 
evenings, Nov. 11 and 12, the 
the new quarters of the Elec- 
trical League of Cleveland, 
were opened on the eighteenth 
floor of the Builders Exchange 
Bldg., Cleveland, Ohio. 


formal reception was held both 


An in- 


evenings, admission to which 
was limited to 


from five to nine o’clock. On 


invited guests, 


Nov. 13 the quarters were op- 
ened to the public. Guests were 
offered the opportunity of in- 
specting the modern architec- | 
ture, artistic decorations and 
lighting equipment, said to be 
the nearest approach to sun- 
light intensity by artificial light, 
the colorama. J. E. North is 
president of the league. 





| 





SEYMOUR SEARS TALKS 

TO NEW ENGLAND ASS’N 

Seymour Sears, president of 
the National Council of Travel- 
ing Salesmen’s Ass’n. of Amer- 
ica was the guest of the New 
England Hardware 
Association on Wednesday 
evening, Nov. 12, at the Cham- 
Mr. 
Sears gave his observations in 
the hardware and 


stated that a tremendous change 
has occured in it due to the 
fact that people are no longer 
users of hand tools, but have 
graduated to power tools, and 
he asserted that the retail hard- 
ware dealer must modernize if 
he intends to stay in business. 


Dealers’ 


ber of Commerce, Boston. 


industry 








} screen 
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with a dinner and dance at the | TURNER DIRECTS SALES 


FOR ELECTRICAL DIV., 
BEARDSLEY & WOLCOTT 

CoN. 
pointed sales manager, electrical 
division, The Beardsley & Wol- 
cott Mfg. Co., 
Conn., maker of the Torrid line 


Turner has been ap- 


Waterbury, 





Cc. N. TURNER 


of electrical appliances. He has 


been associated with the or- 


ganization for the past seven 
years as comptroller and assis- 
tant treasurer. Before joining 
the Beardsley & Wolcott or- 


ganization, he spent considerable 


time in sales research for En- 
glish and American manufac- 
turers. 


GRAHAM REPRESENTS 

FRANK ROSE MFG. CO. 

Frank Rose Mfg. Co., Hast- 
ings, Neb., has announced the 
appointment of John H. Gra- 
& Co., Inc., 113 Cham- 
St.. New York City, as 


ham 


bers 


| exclusive representative for the 


sale of Rose company’s lines of 


door checks and lawn 
sprinklers. Rush shipment or- 
der may be sent direct to the 
Rose organization for those 
products. The Graham com- 
pany will handle other orders. 


GREENWOOD RESIGNS AS 
SIMONDS CO. HARDWARE 
DIVISION SALES MANAGER 


Roy E. Greenwood has re- 
signed as sales manager of the 
of Simonds 


Fitchburg, 


hardware division 
& Steel Co., 


Mr. Greenwood, who is 


Saw 

Mass. 
well known in the hardware 
trade, has not yet announced his 
plans for the future. His home 


address is 54 Milk St., Fitch- 
burg, Mass. 
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ACCEPT RECOMMENDA- 
TION ON SKID PLATFORMS 


It has been announced by the 
Division of Simplified Practice 
of the Bureau of Standards, 
Department of Commerce, that 
the required degree of accep- 
tance has been received to the 
revised Simplified Practice Rec- 
ommendation No. 95—skid plat- 
forms, and that this revision 
may, therefore, be considered as 
in effect. The revised simplifi- 
cation program, as approved by 
the industry, recommends that 
the over-all dimensions for plat- 
forms for No. 1 skids, used for 
shipment, be not less than 32 in. 
wide by 54 in. long, nor greater 
than 33 in. wide by 54 in. long. 
Further, that the over-all di- 
mensions for platforms of No. 
2 skids, used for shipment, be 
42 in. wide by 60 in. long. 

It is also recommended that 
the clear height from bottom of 
runner or other supports to 
under side of platform be 8 in. 
or 12 in. and that the mini- 
mum horizontal distance be- 
tween inside of runner or other 
supports be 29 in. 


BLACK & DECKER BUYS 
CINDERELLA WASHER 


The Black & Decker Mfg. 
Co., Towson, Md., recently ac- 
quired from the Cinderella 
Washing Machine Co., Cleve- 
land, Ohio, an exclusive license 
to manufacture and sell Cinder- 
ella washing machines through- 
out the world. P. E. Barker, 
inventor of the Cinderella ma- 
chine, has become affiliated with 
Black & Decker at the plant in 
Towson. He is devoting his 
time to designing and engineer- 
ing work for the organization. 


GUTHRIE IS HEAD OF 
READING IRON CO. 


P. N. Guthrie, Jr., was made 
president of the Reading Iron 
Co., Reading, Pa., following a 
special meeting of the board 
of directors held Nov. 17 in 
Philadelphia, Pa., according to 
an announcement of A. J. Ma- 
loney, chairman of the board. 
Mr. Guthrie had been serving 
as vice-president in charge of 
sales. He succeeded Leon E. 
Thomas, who resigned as presi- 
dent July 31. Since that time 
Mr. Maloney has performed the 
executive duties of the presi- 
dent. 

The Reading Iron Co. is a 
wholly owned subsidiary of the 
Philacelphia & Reading Coal & 
Iron Co. The company was 
founded in 1836. It owns and 





operates mills, foundries, blast 
furnaces, a nail factory and a 
number of auxiliaries. 


H. A. RANK NOW WITH 
DORMEYER MFG. CO. 


H. A. Rank has joined A. F. 
Dormeyer Mfg. Co. 2640 
Greenview Avenue, Chicago, 
Ill., in a supervisory sales ca- 
pacity. For five years he was 


H. A. RANK 


territorial salesman for the Chi- 
cago Flexible Shaft Co., Chi- 
cago, Ill., calling on hardware 
and electrical wholesale jobbers, 
dealers and public utility com- 
panies in Michigan, Indiana, 
Ohio, Pennsylvania, West Vir- 
ginia and Kentucky. 


STUDY FAILURE CAUSES, 
BOSTON RETAIL STORES 


(From our Washington Bureau) 


The next study of causes of 
retail failures to be made by 
the Bureau of Foreign and Do- 
mestic Commerce will be in Bos- 
ton along the lines of the New- 
ark, N. J., study, according to 
Domestic Commerce. Data 
from the Newark study are be- 
ing summarized for publication. 
Yale University is to cooperate 
in the Boston study. 

Among the points covered by 
the present inquiry will be the 
line of business, original capi- 
talization, sources of capital 
and credit, assets and liabilities. 
The credit practice of each 
bankrupt is to be inquired into, 
including his use of credit bu- 
reaus and his previous experi- 
ence and methods of doing busi- 
ness, including inventory policy. 


BOOSTERS VOTE $100 
FOR UNEMPLOYMENT 
FUND—HEAR A. C. PENN 
A. C. Penn spoke to the Nov. 
22 meeting of the Hardware 
Boosters, held at the Hardware 





Club, New York City. His talk 
dealt with his experiences as 
a traveling representative of 
wholesale hardware distributors 
and manufacturers in this coun- 
try and abroad. The subject 
was “Making It Easy for 
People to Do What You Want 
Them to Do.” Mr. Penn told 
how he introduced store win- 
dow demonstrations in a for- 
eign country, and how he had 
an American safety razor and 
blade made standard equipment 
for the Austrian army as well 
as other interesting experiences. 


A plea for the Emergency 
Unemployment Committee fund 
plan in New York City was 
made by E. Crocker, executive 
secretary of the committee, who 
told members of the Boosters 
what the organization was ac- 
complishing and seeking to do 
in the future. Envelopes con- 
taining campaign information 
and pledges were distributed to 
members. He was introduced 
by August Pahl, Hammacher, 
Schlemmer Co. 

More than 61 members and 
guests were present at the 
meeting, which was presided 
over by President Charles J. 
Heale, Harpware Acre, New 
York City. Secretary H. R. 
Conner, Pike Mfg. Co., New 
York City, read the report of 
the October meeting. Attention 
was called to the Christmas 
party, to be held at the Hard- 
ware Club Dec. 20 by members 
of the Boosters. The memorial 
tablet dedicated to the memory 
of the late George Eadie, trea- 
surer of the organization, was 
exhibited for the first time. 

At the close of the meeting 
the Hardware Boosters voted 
an organization contribution of 
$100 to be sent to the Hard- 
ware Division of the Emer- 
gency Employment Committee 
to Chairman W. F. Schlemmer 
through Mr. Pahl. 

H. A. Cornell, as chairman of 
the entertainment committee, 
Metropolitan Hardware Asso- 
ciation, spoke on the annual 
Metropolitan Dinner, usually 
held in January. 


McHUGH HARDWARE CO. 
REMODELS BUILDING 
McHugh Hardware Co., 766 

Broad St., Hartford, Conn., has 

installed a new store front. 

Plans are being made for add- 

ing a fifty-foot addition of one- 

story height to the rear of the 
present building. 





IRON AGE CELEBRATES 

75th ANNIVERSARY 

The Iron Age, of which 
HarpwareE AGE was formerly 
a part, celebrated its 75th birth- 
day on Nov. 20 by issuing a dia- 
mond anniversary number of 
475 pages. According to W. 
W. Macon, editor, the issue es- 
tablished a high mark in the 
trade paper field for beauty, in- 
terest and usefulness. 

With reference to the history 
of the publication, Mr. Macon 
said: “In 1855 John Williams 
started The Iron Age as an ad- 
junct to his main business of 
hardware selling. At that time 
England was supplying prac- 
tically all the metal goods used 
in this country. Williams cru- 
saded for a home industry. The 
industry grew so fast, and The 
Iron Age with it, that pretty 
soon he had to give up travel- 
ing as a hardware salesman and 
spend his full time in the pub- 
lishing business. 

“By 1878 The Iron Age, then 
conducted by the son, David 
Williams, went so far as to pre- 
dict that the domestic iron and 
steel industry would sometime be 
able to supply the entire needs 
of the country, unaided by En- 
gland. David saw his predic- 
tion bountifully fulfilled, with 
the industry not only supplying 
the great domestic requirements 
but attaining the position of the 
world’s greatest producer of 
iron and steel. 

“In the early ’80s the rapidly 
spreading industry needed a 
clearing house for market infor- 
mation on iron and steel prod- 
ucts. So Mr. Williams inaugu- 
rated telegraphic market report- 
ing, getting weekly wired re- 
ports from staff men located in 
the chief industrial centers. 
This was the forerunner of the 
elaborate market-reporting or- 
ganization conducted by The 
Iron Age and HarpwarE AGE 
today.” 


CHARLES TERRY PASSES 


Charles Terry, 94, died of 
heart disease Nov. 14 at his 
home in Atchison, Kan. At a 
meeting held in the Hotel As- 
tor New York City, last De- 
cember he was voted the oldest 
traveling salesman in the coun- 
try. He retired a few months 
ago, his last work being for 
The Implement and Hardware 
Trade Journal, Kansas City, 
Mo. For 64 years he was an 
active salesman. Mr. Terry, 
who was born in Kent, En- 
gland, in 1836, fought in the 
Civil War. 

Mr. Terry is survived by two 
daughters and two sons. 

















HARDWARE AGE for NOVEMBER 27, 1930 


49 





Binks No. 333 Spraying Outfit 


Binks No. 333 spraying outfit uses 
the Binks No. 33 pressure cup gun, 
enabling use of heavier material 
than with the syphon cup. It is 
particularly suitable for use in 
painting farm machinery, furniture 
or other small jobs where a com- 
paratively fast spray and small 
amount of material are used. 
Valve attaches to the engine of a 
standard automobile, tractor, truck, 
etc., in place of the spark plug and 
the engine is allowed to idle. In 
addition to the pressure cup gun, 
there is a spark plug valve for compressed air and 25 feet of 3@-inch 
air hose and connections with the outfit. Suggested retail selling price 
is $24.95 complete. 





Skilsaw Belt Sanding 
Machine 


Skilsaw, Inc., 3310 Elston Ave., 
Chicago, III., produces this elec- 
tric belt sander for use on wood, 
metal or stone. Through use 
of a flexible pad an extra 
smooth finish is assured, says 
the maker. An important fea- 
ture of the sander is the adiust- 
ment of the front roller on an eccentric shaft with spring tension, which 
permits changing of belts in 10 seconds. Tension is controlled by a 
hand wheel on the side of the machine. A convenient thumb screw 
adjustment provides perfect alignment of belt on the rollers at all times. 
No supporting rollers or wheels are used to maintain a vertical posi- 
tion on the work. The maker claims that the sander is the most power- 
ful tool of its kind, for its weight. Frame is made of aluminum and is 
die cast. 
type operating from any light socket, a.c. or dc. The helical gears 
are designed for silent operation and are made of heat treated nickel 
steel. Ball bearings are used throughout. Belt size is 442 x 26 5/16 
inches with a free speed of 1700 feet per minute. Over all-size of 
the sander is 7 x 14 x 9 inches high. Net weight is 18 lb. Suggested 
retail selling price is $95.00. 





Planté Farm Light Battery 


A farm lighting battery, with Planté positive plates, has been announced 
by the Westinghouse Electric G Mfg. Co., East Pittsburgh, Pa. Battery, 
which is known as type WP, can be used with any light plant, and is 
guaranteed for ten years. It carries ordinary loads for long periods 
without the help of the engine-generator unit, thus cutting operating 
bills. Planté positive plates used in this battery measure 52 x 3% 
inches and are stamped out of sheets of chemically pure lead. Planté 
plates are sometimes called ‘“‘chemically pure plates.” Plates are deeply 








plowed or swedged to obtain the maximum exposed surface. Grooving 
process also effects a stronger physical structure and a more nearly 
ideal distribution of current. Active material is not pasted on these 
plates, but is actually formed electro-chemically. As battery is used, 
a certain amount of this active material is shed, but more is formed 
from the basic lead plate. Negative plates are 3/16 inches thick, 
pasted, of the same height and width as the positive plates. Because 
it is not subject to so severe a wearing-away process as the positive 
plates, the pasted plate of the WP battery has a length of life equal 
to that of the Planté: positive plate, says the maker. Deeply grooved 
wood separators, 14 inch thick are used between the plates. Plates 


Motor, which is air cooled by centrifugal fan, is a Universal ° 


and separators are assembled in molded clear glass jars, of uniform 
strength and thickness at all points, including the corners. Jars provide 
a 3 inch sediment space for prevention of short circuits caused by sedi- 
ment filling bottom of the cell. Plate supports are integral parts of the 
jar. Other equipment includes hard rubber covers, tightly sealed, pre- 
venting acid seepage, embossed filling holes, bayonet type vent plug, 
large, straight connectors and double contact posts and studs for con- 
necting. Indicator cell, which shows at a glance the exact state of 
charge, is supplied with each set of batteries, eliminating guesswork, 
testing, acid spilling and other inconveniences. WP batteries are made 
in two sizes: WP-9, 9 plate, 135 ampere hour battery, and WP-13, 
13 plate, 200 ampere battery. 





AutoMatic 
Portable lroner 


Automatic Washer Co., 
Newton, lowa, produces 
the AutoMatic portable 
ironer, which is entirely 
automatic. It has free 
roll, 6 x 26 inches, which 
can be rotated in either 
direction. Roll makes 6 r.p.m., or 108 inches per minute. Shoe of 
formed steel has extra high grade chromium plating. Iron has 90 
square inches of ironing surface and adjustable pressure, controlled by 
spring, and a hand controlled emergency release. It is equipped with 
120 watt element, oilless bearings and Westinghouse motor. The iron, 
which may be stored in a space of less than one square foot, may also 
be used as a presser. It weighs approximately fifty pounds. When not 
in use it can be turned on end as there are rubber feet to protect the 
floor and the ironer’s finish. lroner head is made of die cast aluminum, 
construction is of reinforced steel. A 42-inch cover with draw strings 
is easily removed for washing. Suggested retail selling price is $84.50. 
Cost to dealer is $59.50. 

















Eveready Air Cell 
Radio “A” Battery 


For homes not served by 
power lines the new Eveready 
Air cell “A” battery is offered 
by the National Carbon Co., 
Inc., New York City. It is 
for operation of only the two 
volt tube, recently offered by 
the company. Battery uses 
special carbon electrodes as 
“lungs” to take oxygen from the air into the battery. Previous to this 
introduction the only means of supplying batteries with oxygen has been 
to place a certain amount of oxygen bearing chemicals or minerals in 
the cells. The maker states that a seven tube, two volt receiver can 
be operated on the battery for*well over 1000 hours, or at least a year 
on the basis of three hours daily. Battery is of two cell construction, 
and distilled water is not needed in filling the cells, ordinary drinking 
water is satisfactory for this purpose. All a receiver using the two 
volt tube and air cell uses for filament control is a simple off-on switch, 
just like an a.c. set. 


a EVEREADY a 


AIR CELL 





Paramount 
R-mord Plug 


The R-mord plug is a device having a 
spring attachment, which automatically 
throws a metal shield over the plug and 
prongs, when the plug is withdrawn 
from the receptacle. It reduces excessive 
breakage due to rough handling, dropping, 
trucks running over it and other similar 
abuses, in the factory, shop or home 
The maker, Paramount Radio & Electric 
Co., Inc., Northfield, N. J., states that it 
can’t break and that it is absolutely: fool- 
proof. The device is made in four crystal 
colors to retail for the suggested price of 
35c. each. It is shipped in attractive 
display cartons of 10 each. Dealer cost 
is 40 per cent off in dozen lots or 50 
per cent and 10 per cent discount in 
gross lots or over. 
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Indicating Waffle 
Iron No. 632 


Superior Electric Products Co., 1300 S. 
13th St., St. Louis, Mo., offers the No. 
632 indicating iron in chrome or nickel. 
Indicator is said by the maker to be an 
accurate instrument which facilitates 
the baking of better waffles. The in- 
dicator is graduated to indicate tem- 
perature points of too hot, too cold and 
baking. Iron has heavy die cast, glass 
smooth, greaseless aluminum _ grid, 
grooved to catch overflow of dough. 
Element is of finest nickel chromium. Handles are of black 
rubberoid and are paneled. Feet are of black fiber. The iron has 
expansion hinge, fully inclosed bottom and No. 18 heater cord with 
appliance plug and two piece plug. Irons are packed in single cartons, 
weighing when packed, 6 lb. There are six to the shipping case, weigh- 
ing 42 |b. List price on the nickel model is $6.75. On the chrome 
type the list price is $7.75. 














Circular Saw Filing Vise 


The No. 7 circular saw filing vise is of- 
fered by Henry Disston & Sons, Inc., 
Philadelphia, Pa., to facilitate the filing of 
circular saws. It is easily handled and 
strongly built. Vise is adapted to saws 
from 5 to 18 inches in diameter. Vise is 
used by slipping the saws over the sup- 
port pin on the bracket and raising it 
until the teeth are slightly above the 
curved jaws. It is then clamped by turning of the lever, and tilting 
vise to a convenient angle, after which saw is then ready to file. 
Dealer cost is $3.00 each and suggested retail selling price is $4.00 each 








Mirro Ring Mold Set 


Aluminum Goods Mfg. Co., 
Manitowoc, Wis., offers a seven- 
piece ring mold set, consisting 
of six individual molds and one 
large mold. Set is made of 
extra hard, thick aluminum. 
They are useful for serving 
gelatine, salads, desserts, meat 
loaf, escalloped foods and even 
for filled cakes. Placing mold 
for a moment in hot water, causes contents of the mold to slip out 
perfectly. Suggested retail selling price is $1.00. Cost to dealer is 
$8.76 per dozen. 





Chanson Ford 
Heater A-10 


Chanson Ford heater, 
model A-10 — designed 
for all model A Ford cars, 
is installed without re- 
moving the muffler or ex- 
haust pipe, eliminating the 
trouble and high cost of 
installation. It is claimed 
by the maker that the 
Chanson Ford Special 
heater delivers twice the 
volume of heat produced 
by any other Ford heater 
and that the forced draft system not only produces an ample supply of 
heat instantly, -but maintains a constant circulation of clean, healthful, 
warm air throughout the entire car during the coldest zero weather. 
Register plate fits flat on the floor, and is installed by the cutting of a 
round 2% inch. hole. Pressed steel outlet fits flat on the floorboard, 
and has an airtight shut-off which can be regulated to weather con- 
ditions and prevents overheating in mild weather. Clean, fresh air is 
driven into the funnel opening directly behind the fan and through 
heavy, four-wall, interlocking tubing to the heater pan. A three-inch 
lead from the heater to the register in the floor, eliminates waste heat. 
The same company also makes a line of heaters of forced draft, hot 
water, hot air and exhaust type for all makes of motor cars. The model 
A-10 lists at $6.00. Discounts to dealer are 25 per cent, 33 1/3 per 
cent and 40 per cent on lots of 1, 3 and 6 heaters, respectively. Chanson 
Div., Illinois Iron & Bolt Co., Carpentersville, Ill., is the maker 














A. & J. Chromium 
Kitchen Tools 


A chromium plated line of 

kitchen tools has recently been added by the A & J Mfg. Co., Bing- 
hamton, N. Y. Handles are green unless specially ordered in Blutip. 
solid blue or solid yellow, for 
which there is no extra cost 
No. 221 G mixing spoon has 
an overall length of 11% - 
inches and weight of gross is 27)2 |b. List price is $19.26 per gross. 
Measuring spoon No. 223 G has an overall length of 11% inches. 


Weight per gross is 3014 Ib. 


List price per gross is $19.26 

Large ean opener, No. 252, 

with vacuum Lifter, has an overall length of 81 inches 
gross is 23 Ibs. 

lighter model, 
listing at $21.93 
on No, 252 is $25.19 per gross. 
Batter whip No. 251 G has an 
over-all length of 11% inches 
and a weight of 18% Ib. per gross. List price per gross is $22.23. 








Weight per 
The same type can opener is offered in a smaller and 
No. 253 G, 

List price x5 





Gibbs Golf 


Gibbs Golf No. 200 is a new 


game announced by the 
Gibbs Mfg. Co., Canton, 
Ohio. It is a complete, 


compact nine hole putting 
links on a game board 24 x 
24 inches and may be played 
on an ordinary card table. The game is laid out and embossed on one 
sheet of heavy metal, lithographed in full colors. Fairways are covered 
with a composition which makes it look and play like real, green grass, 
says the maker. The metal sheet is mounted on a mahogany finished, 
sturdy wood frame with interesting hazards made of wood, securely 
fastened and finished in bright enamel colors. List price is approxi- 
mately $5.00. 





™ Nesco DeLuxe Kerosene Stove 


National Enameling & Stamping Co., Inc., 12 Twelfth St., Milwaukee, 
Wis., has included in the 1931 line a five burner model kerosene range 
finished in ivory and green, with porcelain enamel parts from stove top 
up. In addition to the color in porcelain enamel finish these ranges 
are provided with 3 Dubl-Hot burners. A new feature of the line is a 
burner raising handle attached to a motion reducing lever mechanism 
with a ratio of movement between the handle and pointer of four to 
one. With this device a slight movement of the handle raises or 
lowers the burner bow! one-quarter of the distance, accomplishing very 














close regulation. This is done without the use of cams or gears, the 
mechanism being made of rugged, heavy stampings and levers. A new 
booklet is available to wholesale distributors and distributors announcing 
the new merchandising plan known as the Nesco Co-operating Dealer 
Sales Plan. In zone 1, the suggested retail selling prices are: No. 650 
R or L, right or left end oven, $66.00, and No. 204-1104, a stove with 
japanned high shelf for $36.15. In other sections the prices. are slightly 
higher. Zone | covers the northeastern section of the country and part 
of the Great Lakes territory, besides other points further west. 
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Pexto Dad’s Tool Set 


The Peck, Stow & Wilcox Co., 
Southington, Conn., is now of- 
fering to the hardware trade, 
through the jobbers, the Pexto 
Dad's Tool Set, designed to be 
equally salable for birthday or 
Christmas gift purposes. Each 
set is packed in an attractive 
red box and consists of a Pexto 
hammer, pipe wrench, pruning 
shears, screwdriver and pliers. 
Where specified, a snip is in- 
cluded in place of the pruning 
shears. The complete set retails 
at $5 and costs the dealer $2.75. 
The makers of the sef refer to 

* it as “Insured,” because while 
decorated to meet holiday re- 
quirements, it will sell equally 
well for any gift purpose. 
Meanwhile the shipping case is 
so arranged that it insures the 
wholesaler a minimum of effort 
in reshipping. 





Cyclone “45” Chain 
Link 


Cyclone “45” Chain link is now 
offered for erection on wood or 
steel posts, by Cyclone Fence 
Co., Waukegan, Ill. It is made 
of all copper-steel wire and_ is 
galvanized after weaving. Spe- 
cial care is taken in cleaning 
the wire for the hot zinc bath RWS p 
to insure a perfect coating. Ac- [PREYGN 
cording to the maker it will re- WY 
sist weather conditions longer 
than ordinary chain link fabric 
—especially fabric galvanized 
before weaving. Standard height” 
is 45 inches. It is made of No. 
12 gage wire woven in a 14 
inch mesh with one selvage 
barbed and the other smooth. 
This link may be erected with 
either the sharp barbs or the 
smooth edge on top. The link 
is put up in 50 and 100 foot 
rolls, weighing 110 and 220 lb., respectively. The nature of the weave is 
such that as many rolls as necessary can be spliced together by removing 

Pr: the end picket of one 
roll and then twisting it 
back in place after join- 
ing the next roll. It is 
then said to be impos- 
sible to detect where the 
splice has been made. 
This fabric may be in- 
stalled on ordinary wood 
posts and 2 x 4 inch 
top rail. Cyclone ‘45” 
is furnished with Cy- 
clone Banner steel drive 
posts, the end, gate and 
corner posts being tubular steel, 2/2 inches in diameter, equipped with 
complete system of Cyclone braces and fittings. Gates are furnished’ to 
match Cyclone “45” chain link for either wood or steel posts. !Ilustra- 
tions show the manner in which splicing is accomplished 


XX 
LOOX 


\) 
Ae 


ve 


we 


VON O 


“< 
$97 
WES 
RS Se 
rare 
ZS 


KEG 


Ze 
SZ82% 
WS 
- 


a 
aD 
xe 


~ se 
SHS Ley 
SS : 
57 


LG 
te 








Herbrand Midget Plier 


The Van-Chrome Multi- 
grip Midget No. 167 plier, 
made by The Herbrand Co., 
Fremont, Ohio, is made from 
chrome vanadium steel. It 
is designed for the ignition, 
electrical radio and motor car specialist and is said to be a complete 
electrical set in one tool. The tool will fit midget nuts from 0” to 
9/16” and its light, thin and strong handles are designed to provide 











perfect finger-tip control. Jaws have serrated teeth to prevent slipping. 
The four slip joints are instantly adjustable to any size within its range, 
providing a positive grip. The tool is small enough to fit into, vest 
pocket, yet strong and thin enough to reach easily small and -awkwardly 
placed nuts. Tool weighs 2 ounces and has a thickness of % inch and 
an overall length of 442 inches. It is packed in boxes of 12. List price 
is $2.00 each. Cost to dealer is $1.25 each. 


Knapp-Monarch 
Electric Appliances 


Several items have been added to 
the electrical appliance line of Knapp- 
Monarch Co., St. Louis, Mo. The No. 
675 corn popper has a 2’ qt. capacity 
and is finished in nickel. !t operates 
at 375 watts and weighs 2% Ibs. List 
price is $2.00. Waffle iron No. 965 
lists at $7.00. It has chromium plated 
heat indicator and fancy etched top and base. Other numbers include 
nickel finish and nickel with indicator listing at $6.00 and $6.50. No. 
550 curler has an off and on switch and 
is offered in red, blue and green with 
cords to match. List price is $1.50 
No. 760C Therma hot flat iron lists 
at $4.50. It is equipped with Chroma- 
lox element and brown mottled handle. 
lron operates at 570 watts and is fin- 
ished in chromium. List price is $4.50. 











Premier Duplex and 
Junior Cleaners 


The Premier Vacuum Cleaner Co., 
1734 Ivanhoe Rd., Cleveland, 
Ohio, produces two improved 
floor models known as_ the 
Premier Duplex, model 99 and 
Junior, model 98. Although similar 
| in appearance to the models 74 
and 53, which they replace, the 
maker states they are far superior 
‘| as to cleaning power and effici- 
ency. Both models are equipped 
with larger and more powerful 
ball bearing motors with en- 
larged fans which develop 50 
per cent increased cleaning 
power. Outstanding improvements 
_j} in the Junior model are an adjust- 
ing screw to regulate the nozzle 
for cleaning rugs of different nap thicknesses, and an improved rubber 
covered extension cord equipped with an unbreakable, molded rubber 
plug. Suggested retai! selling price of the Junior model is $37.50, and 
of the Duplex model is $60. Suggested prices on the Pacific Coast and 
in Canada are slightly higher. No changes have been made in the 
Premier floor polisher accessory. It comes in two sizes to fit either 
model. Suggested price on the Premier Junior accessory is $5.00, and 
$6.50 on the larger size for the Duplex model. With this accessory 
either floor model may be converted instantly into an efficient electric 
polisher for polishing all types of waxed floors, whether varnished or 
painted, or of wood, tile, marble, linoleum or composition 





Diamond Point 
Push Hoe 


The Diamond Point Push Hoe, being marketed 
through the hardware jobbing trade by C. S. Nor- 
cross & Sons, Bushnell, Ill, may be used for all 
kinds of cultivation. It is operated by pushing 
easily. Hoe may be used in working around small 
plants, for edging the lawn, for furrowing and 
marking out rows, for working around shrubs and 
plants and for cleaning ice from walks. It is 
convenient for gouging out weeds in lawns and 
may be used as a spade. Hoe is of hardened steel 
with over six inches of sharp cutting edge. For 
domestic trade it is packed in bundles of six. 
Weight per dozen is 25 lb. Suggested retail 
selling price is $1.50 each. 
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Week’s Price Average Was 
82.2 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Uni- 
versity has announced that wholesale 
commodity prices for the week ended 
Nov. 15, based on Dun’s quotations, 


averaged 82.2 per cent, says the 
Journal of Commerce. 

The October average was 82.6. The 
purchasing power of the dollar on a 
1926 basis of 100c. was 121.6c. The 
October average was 12I1c. 

Crump’s index of English prices 
for the week on the revised 1926 level 
was 72.5. The October average was 
dete 

The Italian index on the revised 
1926 basis for the week ended Nov. 8 
was 58.6. The October average was 
59.1. 


Wholesale Price Index 
Declined Slightly in Week 
Ended Nov. 15 


The wholesale price index of the 
National Fertilizer Association, com- 
prising 476 quotations, declined five 
fractional points during the week 
ended Nov. 15. During the previous 
week the general index number de- 
clined three fractional points. The 
index number now stands at 81.4, 
compared with 81.9 for the previous 
week and 94.9 a year ago. The index 
number of 100 represents the average 
for the three years 1926 through 1928. 

Of the fourteen groups in the index 
eight declined, three advanced and the 
remaining three showed no change 
during the latest week. 

Included in the list of thirty-five 
commodities that declined were but- 
ter, lard, wheat, cattle, hogs, feed- 
stuffs, zinc, melting steel, gasoline, 
hides, coffee, wool and mixed ferti- 
lizer. 

Among the seventeen commodities 
that advanced were cotton, eggs, pork, 
oranges, copper, rubber and tin. 





GENERAL MARKET 
NEWS of tHE WEEK 





Several Factors Create 
Better Demand 


New York, Nov. 26.—Following 
a lull, largely attributed to unsea- 
sonable weather, the hardware trade 
of the country is placing somewhat 
larger orders than in recent weeks. 
This increased activity is indicated 
in reports from important market 
centers, HARDWARE AGE will say 
tomorrow in its weekly market sum- 
mary. The approaching holiday 
season has resulted in a good de- 
mand for Christmas merchandise. 
Thanksgiving created a brisk call 
for articles needed for preparing 
and serving the Turkey Day feast. 
Fair and cooler weather has stimu- 
lated business in Fall and Winter 
goods. 

Although most staple lines are 
only moderately active, prospects 
for the balance of the year seem 
promising and sales for November 
and December are expected to com- 
pare favorably with the same 
months of last year. Some improve- 
ment in agricultural conditions is 
being reflected by larger or more 
numerous orders from rural terri- 
tories. 

Prices, as a whole, are steady and 
practically unchanged. The ten- 
tency has possibly firmed a trifle, 
influenced by recent advances that 
has registered in some of the im- 
portant raw materials. Many manu- 
facturers now issuing price lists 
for the 1931 season have made prac- 
tically no important revisions in the 
price schedules being sent to the 
trade. 

The credit situation retains a 
fairly satisfactory status but with 
collections reported slow in some 
sections and good in others; the gen- 
eral condition may be aptly termed 


spotty. 








Fewer Business Failures Are 
Reported for Week Ended 
Nov. 15 


Improvement was recorded during 
the week ended Nov. 15 in the number 
of commercial failures reported by the 


business review. The totals were 
higher because the week was full 
length, while the preceding period 
was cut one day short with the elec- 
tion holiday. The daily average of 
defaults was lower. R. H. Dun & Co. 
reported a total of 495 failures, or a 
daily average of 99, against the previ- 
ous report of 482, a daily average of 
122. Bradstreet’s record showed a 
smaller rate of gain, the total being 
457 defaults or 91 daily, against 394 
or 98 a day the preceding week. The 
record also compared with 355 fail- 
ures reported in the same week of last 
year. 

Canadian failures showed a sharp 
increase at 64, against 41 a week ago 
and 43 a year ago. 

Businesses in the class using from 
$5,000 to $20,000 of capital continued 
to show more failures. The total in 
this group was 18.1 per cent, accord- 
ing to Bradstreet’s, compared with 
14.9 per cent a week ago, and with 
13.5 per cent a year ago. The smaller 
enterprises using up to $5,000 of cap- 
ital showed a decline in the mortality 
record, representing 72.8 per cent of ° 
the total, against 73.8 per cent a week 
ago and 79.1 per cent a year ago. 





Freight Car Loadings Decline 
for Week Ended November 8 


Loading of revenue freight for the 
week ended Nov. 8 totaled 881,401 
cars, according to the car service di- 
vision of the American Railway As- 
sociation. 

Due to Election Day, this was a re- 
duction of 53,239 cars under the pre- 
ceding week this year, and a reduction 
of 167,567 cars below the same week 
last year. It also was a reduction of 
172,952 cars below the corresponding 
week in 1929. 
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PITTSBURGH: 


(Pittsburgh office of HARDWARE AGE) 
PITTSBURGH, Nov. 25. 


HILE jobbers in this district 
V \ report a fairly steady move- 
ment of staple goods, unsea- 
sonable weather has been a deterrent 
to buying in many cases, and failure 
of holiday items to affect the picture 
materially has made aggregate busi- 
ness so far this month comparatively 
unsatisfactory. A period of cold 
weather would seem to do most to 
stimulate a demand for many items 
which thus far have been ordered out 
on a hand-to-mouth basis this fall. 
Ventilators and radiator covers have 
been rather slow, and the various 
items associated with heating have 
moved only in moderate volume. 
Among -the holiday goods sleds 
have shown the most activity and toys 
have been rather sluggish. Some job- 
bers have shipped out considerable 
quantities of electrical appliances, 
and there has been a steady demand 
for electric clocks. The midget type 
radio is still active, and many retail- 
ers are placing additional orders for 
holiday trade. Stoves and washing 
machines have been rather dull, and 
in the other heavy products demand 
has been principally for the less ex- 
pensive grades. 


HUNTING GOODS 


Arms and ammunition are still 
moving in good volume, although a 
tapering off is reported in shotguns 
and loaded shells, business in these 
lines now being confined to restocking 
orders. However, the loss in loaded 
Shells is being offset to some extent 
by better demand for high-power 
metallic ammunition in preparation 
for the open season on deer and other 
big game which begins Dec. 1. Like- 
wise high-power rifles are active, and 
hunting clothing is still moving in 
fair volume. 


PRICE REVISIONS 


Price changes during the week have 
not been of much importance. Lamp 
chimneys have been advanced slightly 
by jobbers in line with the manufac- 
turers’ advance some time ago, and 
are now quoted at $2.75 per case of 
three dozen for either the No. 1 or 
No. 2 size. Copper wash boilers have 
been reduced and are now quoted at 
$35 per doz. for the 12 oz. No. 9 size, 
and $40 per doz. for the 14 oz. size. 
Nails are also weaker and in line with 
reduced mill prices, and one jobber in 
this district is offering them at $2.15 
per keg for direct mill shipments. 
Others are trying to maintain $2.20, 





AT A GLANCE 


Unseasonable weather has 
retarded current sales. A 
period of cold weather would 
serve to stimulate the demand 
for winter lines. 

x oe * 


Arms and ammunition are 
moving in good volume. Deal- 
ers are preparing for the open- 
ing of the deer season on 
Dec. 1. 

x ok Ox 

Most recent price revisions 
have been of a minor char- 
acter. Nails are weaker in 
line with reduced mill prices. 

* Oe 


Industrial conditions in the 
Pittsburgh territory show no 
marked change, with steel mill 
operations still tending down- 
ward. 

x ok & 

Retail trade is thought to 
be holding up better than in 
most industrial centers and 
the number of workers with- 
out a job is not alarmingly 


high. 











and $2.25 has practically disappeared. 
Other wire products are better main- 
tained but shading of bolt prices has 
become fairly common. 


INDUSTRIAL CONDITIONS 


Industrial conditions show little 
marked chanve, and steel mill opera- 
tions in the Pittsburgh and nearby 
districts continue to tend downward. 
However, more favorable business de- 
velopments ‘iin the last few days have 
given the steel market a better tone, 
and prospects of improvement after 
the first of the year are more pro- 
nounced than ever. Recently an- 
nounced arrangements for the financ- 
ing of railroad equipment purchases 
at favorable interest rates promise 
heavy buying in this field in the near 
future, and the bringing out of new 
models in the automobile industry in- 
dicates a gain in steel orders from 
that source next month. However, 
the most favorable factor in steel at 
the moment is the tendency toward 
price stabilization which began a fort- 
night ago with an advance in plates, 
shapes and bars to 1.60c., Pittsburgh. 
Makers of flat rolled steel products 
are expected to follow with higher 


Mild Weather Has Retarded Demand 
Some Minor Price Changes Effective 


asking prices on first quarter busi- 
ness, and buyers have been permitted 
to specify more freely against pres- 
ent low price contracts in order to 
take full advantage of present sched- 
ules before an advance in price. 
Market prices on current sales con- 
tinue weak, and hot-rolled strip has 
declined another dollar a ton. Steel 
ingot operations in the Pittsburgh 
district now stand at about 40 per 
cent of capacity, the lowest point of 
the year. Finishing mill production 
is scarcely higher, and is still taper- 
ing on many products. 


LOCAL RETAIL TRADE 


Retail trade in the Pittsburgh dis- 
trict is thought to be holding up some- 
what better than is the case in other 
industrial centers, and department 
stores already report a growing holi- 
day trade. Most of them are concen- 
trating on lower priced goods. It is 
reported that new telephones installed 
in the Pittsburgh district show a gain 
thus far in the year, and that this is 
one of two large cities in the country 
where a similar condition applies. The 
coal business is still suffering from 
unseasonable weather conditions, with 
domestic demand exceptionally low 
for this time of the year. Industrial 
and railroad consumption is naturally 
depressed, and conditions in the coal 
regions are far from favorable. 


UNEMPLOYMENT 


Unemployment in the Pittsburgh 
district shows little change, but the 
total of workers entirely without a 
job is not alarmingly high. One of 
the largest industrial concerns in the 
district reportS that it is employing 
97 per cent of its normal payroll on a 
part time basis, and that new con- 
struction and improvement work in 
its own plants is helping to maintain 
the total. The same plan is being fol- 
lowed in other plants, but many con- 
cerns have been ruthless in their 
discharge of clerical labor with the 
result that conditions among the low 
salaried workers are more unfavor- 
able than among the wage earners. 


CREDIT SITUATION 


Collections show no marked change, 
and less pressure will be exercised 
between now and Christmas to force 
payment of old accounts. Improved 
holiday trade will undoubtedly enable 
many hardware dealers to re-estab- 
lish wavering credit, and the real test 
of credit situation will come after the 
first of the year. 
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CLEVELAND: 


(Cleveland office of HARDWARE AGE) 
CLEVELAND, Nov. 25. 

USINESS with hardware job- 
B bers has improved this month 

over October although the un- 
usually mild weather has tended to 
retard sales of some lines of seasonal 
merchandise. The demand appears 
rather spotty, being good in some sec- 
tions and poor in others. Among win- 
ter lines that show an improvement 
are snow shovels, scrapers and skates. 
Although early buying of sleds was 
heavy, orders are still good. Demand 
for game traps is holding up well. 
Metal weatherstripping is in brisk de- 
mand but there is not a great deal of 
activity in other weatherstripping 
materials. Rubber floor mats are 
moving well. 


AMMUNITION ACTIVE 


The opening of the rabbit hunting 
season in Ohio Nov. 15 has stimulated 
the demand for ammunition, which is 
very good. There is still some activity 
in guns. Automobile tires are moving 
in about the same volume as is usual 
at this time of the year. Anti-freeze 
solutions are in fair demand although 
orders have been checked somewhat 
by the warm weather. There is fair 
seasonal activity in robes and blankets 
and in rain covers for horses and drive 
calks. 


HOLIDAY GOODS 


Holiday merchandise has become 
more active. Orders for glass baking 
ware and chinaware have improved. 
Jobbers report a good demand for 
glass baking ware from the South. 
Tool gift sets are moving well. Job- 
bers are doing a good business in elec- 
tric clocks and carving sets; silver 
ware and butcher knives are fairly 
active. 





AT A GLANCE 


Business with Cleveland 
hardware jobbers has im- 
proved this month over Octo- 
ber, although mild weather has 
retarded sales. The current 
demand is rather spotty. 

* *k * 

The opening of the rabbit 
hunting season in Ohio on 
Nov. 15 stimulated the de- 
mand for ammunition, which 
is very good. Holiday mer- 
chandise has become more 
active. 

* oe x 

Prices generally are being 
fairly well maintained and few 
price changes are reported. 
Prices on nails and wire prod- 
ucts have been reduced. 

x *k * 


Collections are still fairly 
good and causing little com- 
plaint among jobbers. Indus- 
trial conditions show no mate- 
rial change, although a better 
feeling is apparent. 











SPRING FUTURE ORDERS 


Not a great many orders are being 
taken as yet for spring merchandise 
although steel goods and rope are 
fairly active. Lawn mowers are 
quiet. 


PRICE SITUATION 


Prices generally are being fairly 


well maintained and, few price 
changes are reported. New prices for 
next year are out on window screens 


Business Improves Over October 
Collections Continue Satisfactory 


and doors. These are approximately 
7% per cent lower than this year’s 
prices. Prices on wire cloth have not 
yet come out but are looked for about 
Dec. 1. Reductions of 15c. per keg on 
nails and $3 a ton on wire products 
for stock.shipment have been made by 
jobbers who now quote nails at $2.25 
per keg from stock; annealed wire, 
2.35¢.; galvanized wire, 2.80c.; gal- 
vanized staples, 3.05c., and polished 
staples at 2.80c. per lb. Nails in car 
lots for mill shipment are unchanged 
at $1.95 per keg. 


COLLECTIONS 


Collections are still fairly good and 
causing little complaint among job- 
bers. 


INDUSTRIAL CONDITIONS 


Industrial conditions in this terri- 
tory show little change although there 
is apparently a somewhat better feel- 
ing. The automotive industry in the 
Michigan territory is showing more 
life due to the bringing out of new 
models of automobiles and two or 
three of the motor car manufacturers 
have increased their working sched- 
ules, furnishing some relief for the 
unemployment situation. At the re- 
cent election bond issues of over 
$30,000,000 for bridges, hospitals, 
sewer extensions, river straightening 
and various other municipal improve- 
ments were approved by voters of 
Cleveland and Cuyahoga County and 
these will result in the starting of a 
great deat of municipal improvement 
work during the coming year. At 
present temporary employment is be- 
ing provided by the city for many 
men who are engaged in various ac- 
tivities that have been made possible 
by emergency bond issues. 





Institute Declares Stock Prices 
Are Due for Slow Recovery 


Analogy with the stock market reces- 
sion of 1920-21 indicates that recovery 
of stock prices should not be later than 
the early summer of 1931, says the Al- 
exander Hamilton Institute’s current In- 
vestment Bulletin. In the post-war pe- 
riod business readjustment lagged behind 
the beginning of deflation in stock prices 
and commenced to show recovery some 
months before the stock market defi- 
nitely turned upward. Since the com- 
parison with the post-war market is fa- 
vorable both with regard to credit con- 
ditions and corporate inventories, there is 


at least colorable reason to expect that 
the duration of depression will be less 
rather than greater than that of ten 
years ago. 

In point of time the recession in the 
stock market has lasted longer than the 
decline after the 1908-1909 market and 
has equalled the recession which started 
late in 1916 and ended in December of the 
following year. It is within two months 
of equalling the decline of 1923-1924. It 
has run eight months less than the bear 
market of 1920-21 and nine months less 
than the 1906-1907 market. Its duration 
has been nearly a year less than that of 
the 1912-1914 market, a period compli- 
cated by the outbreak of the European 
war. 


In many external characteristics the 
present market has been materially dif- 
ferent from that of 1920-1921. The pri- 
mary difference has been the condition 
of the money market; a second difference 
has been the materially better condition 
of foreign countries financially, and a 
third distinction has been the absence of 
over-abundant inventories on a large 
scale. In its trend, however, there has 
been a certain similarity. The post-war 
market reached its high point in the fall 
of 1919. Prices recovered somewhat dur- 
ing the winter of 1920. Then the down- 
ward trend was resumed, with a climax 
in the fall of the year, after which prices 
remained dormant at around 1920 lows 
for the first half of 1921. 
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(Chicago office of HARDWARE AGE) 
CuicaGo, Nov. 25. 


ROM week to week the hardware 
i rovemen takes on more and 

more of its annual holiday com- 
plexion. There are good reasons for 
believing that this trade will prove 
larger than many expect. Retail 
plans seem to be working in that di- 
rection. Numerous dealers are un- 
der the distinct impression that their 
fellows in the trade are going to let 
down on their seasonal preparations 
this year; in many cases the latter 
have exactly the same impression 
about the former. Consequently, no 
dealer should be surprised to see his 
competitors up and down the street 
and in the neighboring towns making 
their holiday efforts as vigorous as 
ever. Following the general rule of 
human nature, each is calculating 
that the others are not quite as 
shrewd as he, with the probable re- 
sult that the yearly drive for the gift 
trade will in 1930 compare with the 
usual attack made in other years. 


CURRENT BUYING 


In one definite respect, however, 
current buying differs from that of 
most previous pre-holiday seasons. 
Dealers are selecting items to resell 
at prices which they deem commen- 
surate with the estimated capacity of 
the public pocketbook, although such 
retail measurement of buying power 
goes on every year, of course; this 
year, however, the importance of re- 
sale price is being emphasized as sel- 
dom before. 

The trade realizes that there are a 
good many people with plenty of 
money; for these customers they are 
stocking Christmas goods of quality, 
although the average resale price of 
hardware gifts is going to be well 
under previous averages. Wholesale 
outstandings are below the normal 
line; collections are slowing down 
with the tendency of the slow-payer 
to become slower. Yet, generally 
speaking and despite the current dif- 
ficulty of making a retail profit, the 
hardware trade is regarded as 
healthier than most other lines. 


TOYS VERY ACTIVE 


Juvenile goods, of course, are tak- 
ing the hardware spotlight just now. 
Games, to sell at moderate prices, are 
extremely active, games that not only 
the youngsters, but their parents, too, 
like to play; pool tables and indoor 
golf are popular sellers. The higher 
priced electric trains are showing 
much more action than many had 
foreseen. Toys in general are mov- 
ing at a rate described by one whole- 
sale buyer as “wonderful.” Ice 


CHICAGO: 











AT A GLANCE 


There are good reasons for 
believing that the holiday 
trade will prove larger than 
many expect. Dealers are go- 
ing after the Christmas busi- 
ness just as vigorously as ever. 

x * * 

The average resale price of 
hardware gifts is going to be 
under previous averages how- 
ever, as retailers are buying 
less expensive articles. 


Toys, in general, are mov- 
ing at a rate described by one 
wholesale buyer as “wonder- 
ful.” Planned advertising will 
be used by many dealers in 
going after the holiday busi- 
ness. 

Some items are being 
offered at especially attractive 
prices. Tool handles are now 
being offered finished in vari- 


colored enamels. 











skates are not yet as active as they 
are expected to be later, since retail 
customers are not likely to buy them 
until they see ice on the ponds and 
streams. Sleds, however, are in 
brisk demand; one sled factory has 
stopped taking orders from jobbers, 
reporting that it is already swamped 
with business. Skis are selling free- 
ly. Hockey sticks and pucks and 
hard-toed hockey shoes are conspicu- 
ous among. current specifications. 
Most jobbers’ stocks of sleds and skis 
were exhausted last year; indeed, the 
prophecy is made in wholesale circles 
here that those jobbers who have had 
the foresight and courage to stock 
toys against what appeared several 
months ago as an uncertain demand 
are apt to be rewarded with a clean- 
up. Applying his emphatic remark to 
the likelihood of good Christmas busi- 
ness for the preparative retail or 
wholesale hardware man, a jobbing 
representative last week with more 
gravity than levity said, “Yes, there 
is a Sana Claus!” 


HOLIDAY ADVERTISING 


One large wholesaler is offering 
retailers attfactive, high-grade mail- 
ing pieces to be sent out by the dealer 
under his own name. These are 
flexible enough in range of items to 
match any good dealer’s stock. This 


Holiday Business Appears Promising 
Toys Are in Excellent Demand 





single advertising plan is perhaps 
typical of others, whereby represen- 
tative hardware interests are aiming 
to draw the holiday dollar into the 
hardware store. Feeling here grows 
that well-planned and courageous 
sales attack will bring something ap- 
proximating the usual reward of the 
year-end drive for business, particu- 
larly if the effort be reinforced with 
attractive store display and the use 
of mailing lists in the manner indi- 
cated. Tools, kitchenware, cutlery, 
sporting goods, electric appliances 
and housefurnishings afford hundreds 
of gifts of great beauty, desirability 
and utility which the Christmas shop- 
per may select in any hardware store 
that has made proper preparation. 


ATTRACTIVE PRICES 


Present conditions generate numer- 
ous opportunities for both the whole- 
saler and retailer to pick up bargain 
offers at less than cost resulting from 
close-outs, changes in pattern, over- 
stocks and the like, ordinarily disre- 
garded in normal times. A_ good 
many dealers are planning to use 
such bargains as a basis for special 
effort. Handles for axes, sledges, 
hammers, hatchets and other tools are 
holding steady as to price, but an en- 
tirely new feature is their color fin- 
ishing. Handles of sound _ hickory, 
thoroughly suitable for hard service, 
may be mixed red and white in nat- 
ural color, yet not prove attractive 
in their sales appeal; but the same 
strong handles, finished in varicol- 
ored enamel or paint, as now avail- 
able, and specially packed, lend them- 
sef[ves more readily to attractive dis- 
plays. 





Bank Debits Declined Slightly 
in Week Ended November 12 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended Nov. 12, which included but five 
business days in most of the report- 
ing centers, aggregated $11,408,000,- 
000 approximately the same as the 
total reported for the preceding week, 
which also included but five business 
days in most of the reporting centers, 
and 48 per cent below the total re- 
ported for the corresponding week of 
last year. 

Aggregate debits for 141 centers 
for which figures have been published 
weekly since January, 1919, amounted 
to $10,708,000,000, as compared with 
$10,689,000,000 for the preceding week 
and $20,902,000,000 for the week ended 
Nov. 13 of last year. 
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KANSAS CITY: 


(Kansas City office of HARDWARE AGE) 
Kansas City, Nov. 25. 


q ITH the general downward 
WG erens in most wholesale com- 
modity prices, hardware 
prices have not fluctuated as much as 
others. It is hoped that before long 
prices will begin to rise, which will 
be an indication of business recovery. 
According to all past history of the 
business cycle, we are ready now for 
the trend back toward normal times, 
but this time the process of recupera- 
tion seemingly is delayed a while 
longer than is comfortable for mer- 
chandisers. The recent steady climb 
upward of the stock market lasting 
through a period of several days is 
one thing which looks encouraging. 
Then, too, it looks as if the govern- 
ment might be on the point of helping 
out the grain situation somewhat. 


AGRICULTURE 


In the territory bordering Kansas 
City on the west and north, fall-sown 
wheat looks good; for the most part 
it is from two to three inches high 
and blankets the ground well. The 
soil is apparently in good condition. 
Up until now little severe weather and 
practically no snow has been encoun- 
tered in this section. 


PAINT BUSINESS 


A paint manufacturer here says 
that in recent months his business has 
suffered like all the paint trade, but 
that his collections have been sur- 
prisingly good. He believes that the 
liquidation of paint stocks on dealers’ 
shelves is responsible for this. When 
the depression began to settle down 
upon the hardware trade dealers were 
anxious to convert existing paint 
stocks into cash, and paid for most re- 
orders rather than let bills pile up 
upon them. This situation is rather 
general, though considerably more 
applicable to this paint manufacturer. 


MACHINISTS’ SUPPLIES 


A slightly better condition in ma- 
chinsts’ supplies is in evidence. One 
distributor said that in a check-up on 
sales he found that his business for 
October varied less than two dollars 
from the volume of October a year 
ago, so he has nothing to be worried 
about. Machine supply houses are 
gradually taking on more help, but 
are still using fewer employees than 
they did last year. 


BUILDING PROSPECTS 


From an authority who gives as 
the source of his information the 
trade unions, it is reported that there 





AT A GLANCE 


Some factors in the general 
situation have shown recent 
improvement. Agricultural 
conditions appear promising. 

* * * 

A paint manufacturer re- 
ports that while business has 
been off, collections have been 
surprisingly good. Machinists’ 
supplies are in good demand. 

. 2 

Encouragement is offered by 
the building projects in the 
offing. It is said that more 
men will be employed in the 
building trades by the end of 
January, than were working at 
that time last year. 

* * * 

Christmas buying has im- 
proved, although it is still 
short of expectations. Christ- 
mas club savings checks are ex- 
pected to stimulate Christmas 
shopping. Colder weather has 
made winter lines move more 


briskly. 











are sufficient building projects in the 
offing to employ by the end of Janu- 
ary more men than were being used 
at that time last year. If this is 
true, it will mean the opening up of 
a good flow of business in the build- 
ing line, aside from the ‘expansion of 
the general hardware market through 
the restoration of jobs to a great num- 
ber of men. Further encouragement 
is taken from a statement of the city 
manager here that city construction 
work would be pushed during the 
winter months, and that the total 
cost of such projects would be 
$800,000, all of which is to be paid out 
of bond money. Docks and wharves, 
four new fire stations, the extension 
of the fire alarm system, and general 
repair work on existing fire stations 
will be included in the work. It is 
estimated that one-half million dol- 
lars will be spent for labor. The 
work will continue, as far as possible, 
through the winter, and the city is 
suggesting that the contractors em- 
ploy laborers and mechanics in half- 
time shifts, so as to use twice the 
number of men. ° 


CHRISTMAS GOODS 


Christmas buying has improved, 
but still is short of hopes for this 


Agricultural Conditions Look Good. 
Cold Weather Has Aided Business 


time of the year. The most activity 
is probably in electrical equipment, 
which is doing well. Jobbers express 
the belief that dealers will be forced 
to order more heavily as the season 
approaches, as the volume has been so 
weak and scattered generally. Some 
interest is, manifest in wheel goods, 
but the volume is lighter than it nor- 
mally should be. 


XMAS SAVING CLUBS 


Along about this time it is a usual 
thing for an increase in spending to 
begin on account of the withdrawal 
of savings from banks. Some of the 
Christmas club savings checks have 
already been paid out and before 
Christmas an enormous amount of 
money will pass out of the banks into 
the hands of Christmas spenders, 
some of which will buy presents in 
the hardware line. 


WINTER LINES ACTIVE 


Colder weather has made winter 
items move faster. Animal traps are 
doing fairly well, and indications are 
for a good trapping season. A few 
scattered ice skate orders trickle in, 
but the volume is still rather weak 
and uncertain. Radio trade continues 
good, and automobile accessories are 
in steady demand. 





Increased Collections 
Reported by Credit Men 


Collections of wholesale and manu- 
facturing firms throughout the coun- 
try are at least 6 per cent better than 
they were a month ago, says the No- 
vember bulletin of the National Asso- 
ciation of Credit Men. 


“From the credit point of view the 
outstanding feature of the present 
business situation is this country- 
wide improvement in collections,” de- 
clared Dr. Stephen I. Miller, execu- 
tive manager of the association. ‘We 
can see in it a dependable sign of bet- 
ter things just around the corner.” 

Dr. Miller takes the view that more 
careful analysis of credit risks and 
vigorous collection methods are in 
large measure responsible for the 
gain in collections. 

“We are learning to apply the prin- 
ciple on which sound credit appraisal 
is based, and to make a more discrim- 
inating selection of credit risks,” he 
said. “We have discovered that 
credit abuses, such as discount piracy 
and ‘terms-grabbing,’ give way before 
a concerted and vigorous attack.” 
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BOSTON 


(Boston office of HARDWARE AGE) 
Boston, Nov. 25. 


HILE a further improve- 
ment in sales is noted this 
week, business, especially 


holiday, is disappointingly backward, 
and unless there is a remarkable 
pickup this week it is a foregone 
conclusion that November bookings 
by jobbers will fall considerably 
short of those for the corresponding 
month last year. Recent warm 
weather has slowed up the sale 
of furnace and stove accessories. All 
of the leading New England depart- 
ment stores have launched their 
Christmas toy sales, but comparative- 
ly few retail hardware stores have. 

A great many people already have 
started their Christmas shopping and 
leading department stores here report 
business running well ahead of a 
year ago. Some of those local retail 
hardware dealers interviewed the 
past day or two also report public 
buying of merchandise suitable for 
holiday gifts and they seem to feel 
that buying will become quite brisk 
after Dec. 1. Other hardware deal- 
ers, however, see little or no improve- 
ment in public buying and such stores 
are in a large majority. 


UNEMPLOYMENT TALK 


It is rather surprising the attitude 
the hardware trade in general has to- 
ward unemployment talk. It is felt 
that efforts of the government, state 
and municipality to rectify the unem- 
ployment situation are quite worthy. 
But it is also felt that altogether too 
much publicity about their accom- 
plishments and problems is_ being 
given by the parties involved. 

It is felt that daily newspapers 
have given undue publicity to the 
unemployment situation. It is be- 
lieved that all of this talk is seriously 
hurting business; that it makes 
people more conservative and cautious 
about spending money. Apparently 
nothing has happened during the past 
year that has caused so general dis- 
cussion in hardware circles as this 
unemployment talk. 


TIME TO BUILD 


Everybody working to relieve the 
unemployment situation is urging 
people to build. That suggestion is a 
good one and has a far deeper founda- 
tion than have most of the other sug- 
gestions. For it is generally recog- 
nized that lumber and other materiais 
entering into the construction of a 
house are much cheaper than they 
have been since long before the war, 





AT A GLANCE 


Holiday buying is not up to 
expectations. 
* oe Ox 


Builders’ hardware is selling 
for less than the cost of mak- 


ing. 
* * * 


Indications are that prices 
have hit bottom. 











and, that the cost of labor is mate- 
rially less. 

Certainly builders’ hardware is rea- 
sonably priced. Only occasionally. in 
this country’s history has the build- 
ers’ hardware price situation been so 
demoralized as it is today. It is a 
fact that manufacturers of such hard- 
ware are actually selling goods for 
less than it costs to make them, and 
it is an open secret that the consumer 
by shopping about the wholesale or 
retail hardware trade can secure 
builders’ hardware at practically his 
own price. How much longer this 
situation will last is problematical, 
but the retail dealer and the consumer 
must realize that now is the time to 
buy builders’ hardware. The manu- 
facturers themselves seem to feel that 
the situation will be radically differ- 
ent two months or so from now. 


PLENTY OF MONEY 


There is plenty of money in New 
England but people are not spending 
it the way they did the past few 
years. That money in circulation is 
much less than a year ago can be 
attested by a study of daily bank 
clearings. People are buying less silk 
and more cotton goods; going less 
frequently to a movie and depending 
more on their old radio sets for 
amusement. 

In hundreds of other ways people 
are economizing, while savings bank 
deposits are increasing by leaps and 
bounds. It only remains, then, for the 
retail dealer to devise some means to 
get the public to loosen up. One of 
the largest of them says he cannot do 
it by going without things to sell and 
that he has made up his mind that it 
is time to buy and then buy some 
more. 


DRYNESS HURTS BUSINESS 


There are many New England wells 
with little or no water in them, de- 
spite recent rains and it is necessary 
for water to be carried to stock on 
many farms. In addition, many cities 
and towns with water systems have 


Pre-Holiday Business Is Disappointing 
s No Recent Price Changes of Note— 


supplies far below normal. There are 
many farmers letting a lot of jobs go 


.undone because of this dryness and 


much municipal work is being held up 
for the same reason, all of which is 
detrimental to retail merchandising. 

Sentiment everywhere is _ better, 
however, although by no means op- 
timistic, and many people who some 
time ago thought we would not have 
good business again until late next 
year, now profess to see signs of a 
revival in the early months of 1931. 
The check of the downward plunge 
of stock market values unquestion- 
ably has something to do with this 
change in sentiment. 


POSITION OF RETAILER 


While the average retailer is buy- 
ing hardware and merchandise cau- 
tiously, jobbers admit that under the 
circumstances it has been the best 
policy for him to take. By so doing, 
the retailer has not burdened himself 
with unwieldy inventories and has 
maintained himself in a_ position 
where it will be easy for him to ad- 
just himself to any sudden improve- 
ment in business without sacrifice. 

Jobbers’ stocks are well assorted 
and balanced. The retail dealer is 
being called upon by jobbing house 
salesmen more often than ever before. 
He can obtain goods on short notice, 
provided every other retailer does not 
decide to buy at the same time. That 
seems to be the only fly in the oint- 
ment, according to jobbers, who feel 
that prior to Christmas there will 
be a mad scramble among retailers 
to secure merchandise. It has hap- 
pened before, and the jobber seems to 
feel that history will repeat itself in 
December. 


PRICE TENDENCIES 


No price changes of importance 
were announced the past week. While 
competition among manufacturers for 
business is still extremely keen, job- 
bers are of the opinion that the low 
point in prices has been reached and 
that the trend of values will start 
upward before long. They point out 
that some of the largest and most 
important manufacturers in the coun- 
try have and are buying raw mate- 
rials. One has recently purchased 
50,000 tons of pig iron; another sev- 
eral millions of dollars worth of elec- 
trical equipment; another a huge 
amount of copper; another its entire 
1931 supply of chemicals; and so on 
and so on. The jobber argues that 
these big interests would not jump 
into the market unless they felt pretty 
sure prices had hit bottom. 
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TWIN CITIES: 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, Nov. 25. 
HERE is no particular change 
in conditions over the North- 
west tributary of the Twin 
Cities. Prices on commodities con- 
tinue low; in fact, prices on grain 
have had a downward tendency dur- 
ing the past week, and farmers are 
even more inclined to hold their grain 
for a better price. Poultry selling 
season is at its height, the heaviest 
selling time having been during the 
past week. Prices on turkeys and 
other poultry are low, and _ these 
revenue producers are not bringing 
the raisers anywhere near as much 
as had been expected earlier in the 
year. 


LIVESTOCK IS HELD 


Live stock prices are in line with 
prices on other farm products, and 
many of the farmers are determined 
to hold their hogs and cattle for 
better prices later on. Due to fairly 
good crops in this section of the 
country, this is made possible, and 
capital which was expected to be 
released for paying of current ac- 
counts at the stores will not be forth- 
coming until sales are made. 

However, it has been pointed out 
by one of the large packing plants 
that, while prices are low, “there has 
been no great drop in the livestock 
producer’s ability to buy other com- 
modities, in spite of the decline in 
the absolute level of livestock prices, 
for accompanying the drop in live- 
stock prices has come the drop in 
prices of all other commodities. Con- 
sequently, each livestock unit at cur- 
rent prices will buy essentially the 
same amount as at the same time 
last year, and above the same as the 
average for five years, and far more 
than at any time during the period 
from 1921 through 1924.” 


BARGAINS SOUGHT 


It is a fact that commodity prices 
covering clothing and other necessi- 
ties have shown a downward ten- 
dency in this market, and the person 
who wishes to buy for his and his 
family’s needs can purchase at a 
comparatively low price. This is being 
capitalized by the stores in their ad- 
vertising, and apparently, in the 
larger centers at least, is producing 
results. A careful survey of the shop- 
ping crowds upon the streets and in 
the stores shows that people are buy- 
ing. The stores are well filled with 
shoppers, and the merchandise offered 





AT A GLANCE 


General conditions are prac- 
tically unchanged. Lower 
prices for farm products have 
retarded sales to some extent. 
Bargains are being eagerly 
sought by shoppers. 

2. | .§ 

Merchants through early 
displays and decorations are 
attempting to start the Christ- 
mas season off earlier this year 
than ever before. 

x ok 

The general attitude seems 
to be that while the return to 
better conditions has not been 
as rapid as hoped for, there is 
surely a movement toward im- 
provement that is encouraging. 

x * % 

With the advent of a period 
of winter weather a brisk de- 
mand for seasonal goods is ex- 
pected. Several price changes 
have recently become effective. 











is being eagerly scanned for bar- 
gains, which seemingly have good 
powers of attraction. Inquiry seems 
to show that in many of the stores 
their sales are not far behind those 
of a year ago. 


CHRISTMAS MERCHANDISE 


Christmas merchandise and Christ- 
mas decorations are very much in 
evidence. Store windows and streets 
are already decorated with the holiday 
decorations familiar to us all at this 
season of the year. It would seem 
that there is a concerted movement 
on the part of the merchants to urge 
the Christmas shopping season for- 
ward at accelerated pace this year, 
or to arouse the buying public to 
the significance of the approaching 
holiday even earlier this year than 
before. In fact, street decorations 
were placed, in Minneapolis at least, 
ten days before Thanksgiving Day. 


SENTIMENT BETTER 


In general, the attitude of the peo- 
ple seems to be that, while return to 
better conditions has not been so 
rapid as hoped for, there is surely 
a movement toward improvement that 
is encouraging. Everything possible 
is being done to relieve the unemploy- 


Reading matter continued on page 60 


Conditions Are Practically Unchanged. 
Some Price Changes Are Effective. 


ment situation in this territory that 
can be done. This phase of the situa- 
tion is not so bad here as in many 
sections of the country, and many 
projects are under way to give em- 
ployment to workers for the winter 
months. 


CORN HUSKING 


The warm weather contributed 
greatly to the progress in corn husk- 
ing and huskers’ supplies have been 
selling well. Gloves and mittens have 
been moving fairly well, but colder 
weather will doubtless speed up sales 
in this line. In fact, all lines of 
winter merchandise have been lag- 
ging on account of the weather. 


HEATING GOODS 


The stéve and stove supply season 
is well advanced and sales are be- 
ginning to show signs of slowing 
down. Furnace work has kept up 
well, the open weather contributing 
to furnace installations and repairs. 


WINDOW GLASS 


Window glass has not shown as 
much activity this year as in other 
years. There is the customary re- 
placement business, but new business 
has been below normal, due to the 
curtailment of building operations 
this year. 


RADIO SETS ACTIVE 


Radio continues to show good sales. 
With the approach of the time when 
reception improves, the radio owner 
or prospective owner is aroused to 
greater interest. Sales of the smaller 
sets continue very good. In fact, the 
smaller set seems to be taking the 
market by storm, and the demand is 
constantly improving. 


PRICE REVISIONS 


Prices this week show but few 
changes, and those more in the nature 
of adjustments. The revisions effec- 
tive are as follows: Standard galvan- 
ized pails, $2.70 doz., net; No. 24 
4-cup Pyrex tea pot, $2 each, net; 
flat-head bright wood screws, 5-10 
per cent; flat-head japanned wood 
screws, 35-10 per cent; round-head 
blued wood screws, 40-10 per cent; 
flat-head brass wood screws, 50 per 
cent; round-head brass wood screws, 
40-5 per cent; warranted half and 
half solder, 20%c. Ib; strictly half 
and half solder, 21%4c. Ib.; No. 2 Vic- 
tor steel traps, $3.32 doz. net. 
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Remington, 
WEEKLY LETTER 


THE ONLY- SHOT THAT COUNTS !S THE SHOT THAT HITS 








Lower Priced Butcher Knives 


to Help You Sell Everybody 


Fror the trade that wants a really high quality butcher knife at a moder- 
ate price we have added three new numbers—K6906, K6907, and 
K6908. 

The blades are Remington standard in every way. ‘The finest steel 
obtainable, blue glazed and etched. Hardened, tempered, and sharp- 
ened to the same exacting requirements as our higher priced line. Handles 
are of solid beechwood, one piece with the short seam that prevents the 
accumulation of germs and dirt, correctly shaped, with two brass tele- 
scope rivets. 

You can sell this knife with absolute confidence. Its cutting qualities 
cannot be surpassed in our more expensive knives. The only difference 
is in the quality of the handle and the finish. Lay in a stock to hold cus- 
tomers who buy on price. These numbers are 
now inthe jobbers’ hands. Your jobber has them. R/ JUBAIL 


President 







K6906, six inch blade, retail price, 40c. 
K6907, seven inch blade, retail price, 50c. 
K6908, eight inch blade, retail price, 65c. 









The Remington Standard American 
Dollar Pocket Knife—The Greatest 
Value Ever Offered. 











REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Digby 0766 
Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 


“ 1930 R. A. Co. 
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NEW YORK: 


NEw York, Nov. 25. 


[ ] ‘seaso the stimulus of more 

seasonable weather and the ap- 

proach of Thanksgiving and 
Christmas holidays, a moderate ex- 
pansion continues to be reported by 
metropolitan hardware jobbers. Items 
needed for the preparation of the 
Turkey Day feast have been quite ac- 
tive recently. Holiday goods are en- 
joying a good demand, while winter 


lines have shown more activity of 


late. As a result of the increased de- 
mand for the three types of merchan- 
dise mentioned, the majority of whole- 
salers declare that November sales 
should compare favorably with the 
corresponding month of last year. If 
this is accomplished, as anticipated, 
it will mean that more merchandise 
will be sold during the month than 
during the same month last year, as 
prices a year ago averaged about 10 
per cent higher than at the present 
time. In contrast to the brisk demand 
for holiday and seasonal goods, the 
demand for most staple lines is mod- 
erate. 


ORDERS LARGER 


Most jobbers say that recent orders 
have specified slightly larger quan- 
tities than during the pasi several 
months, which seems to denote an ex- 
panded consumer call for wanted arti- 
cles. Both wholesale and retail stocks, 
however, are very low. In fact, the 
opinion is general that establishments 
could not profitably function if stocks 
“were lowered any further. As a gen- 
eral rule, retail and wholesale stocks 
are about as much lower as sales have 
‘been off so far this year, or approxi- 
mately 20 to 25 per cent. One jobber 
voiced the opinion that it would be 
almost impossible to operate a busi- 
ness with a stock one-third of normal 
size, expressing his belief that few 
establishments had carried stock re- 
duction to that extreme. Some hard- 
ware firms, apparently in the belief 
that present prices have reached the 
bottom in a number of lines, are plac- 
ing rather heavy orders for advance 
requirements. It is also said that 
dealers who continue to buy on a 
hand-to-mouth basis are ordering 
more frequently, although in no larger 
lots. 


GOODS IN DEMAND 


Christmas tree lights and other 
electrical decorations are in excellent 
demand, although prices are rather 
demoralized due to imported goods 
and price shading by distributors of 
domestic items embraced in this line. 
Toys and juvenile vehicles are moving 
in good volume and some new items in 
the wheel goods line aresespecially ac- 
tive. Electrical appliances and glass 





AT A GLANCE 


More favorable weather, to- 
gether with the approach of 
Thanksgiving and Christmas 
holidays has resulted in a 
better demand. November 
sales are expected to compare 
favorably with the same 
month of last year. 

* * & 


Stocks are very low, but 
slightly larger quantities are 
being specified on current or- 
ders and small orders from the 
same retailers are being re- 
ceived with greater frequency. 

* * x 

Seasonable and _ holiday 
merchandise is moving in 
good volume. New prices on 
copper products are an- 
nounced. State sales tax is 
protested. 

* % 

The price trend is still weak 
in most lines. Collections are 
fairly satisfactory. 











baking ware in metal frames are 
prominent on holiday orders. Espe- 
cially finished or boxed tools of the 
popular type are also enjoying a good 
demand, as are fitted household tool 
chests. Fireplace fixtures and elec- 
tric and gas fireplace heaters are 
lively items. Boy scout equipment, 
hunting and sportihg goods and cut- 
lery are other lines frequently speci- 
fied on current orders for holiday 
merchandise. Housefurnishings of the 
staple type continue to be in excellent 
demand. Other active items are lan- 
terns, stove goods, electric heaters, 
oil heaters, ash cans, furnace scoops, 
sheathing paper, glass substitutes, 
prepared roofing, paints and weather- 
strip. 


NEW COPPER PRICES 


Following a period during which no 
attempt was made to issue prices on 
copper products, due to the fluctua- 
tions in raw copper quotations, the 
American Brass Co. recently an- 
nounced official prices on copper, 
brass, bronze and nickel silver prod- 
ucts. The new prices are based on 
12c. for refined copper. Previously 
,published prices issued by this lead- 
ing maker were issued on Oct. 24. At 
that time 9%c. was the prevailing 
price on the refined metal. The new 
prices on copper products are as fol- 
lows: 


Trade Activity Continues Moderate Increase 
¢ —Hhliday and Seasonable Lines More Active 


Bare copper wire 
Yellow brass rods (in free a? 164 
Seamless com. bronze tubing, 90%.. 25 
Seamless copper tubing 
Seamless red _ brass 

(low) 
Seamless yellow brass _— (high) 23% 
Red brass sheets, 80% (lo 20 
Sheet copper, hot rolled 
Copper bottoms 
Copper, in rolls 
Drawn copper, round 
Hot-rolled copper rods, black 


SALES TAX PROTESTED 


Vigorous opposition has been voiced 
by the hardware trade, as well as 
other types of retail stores, to the 
idea of a proposed State sales tax. 
Meetings have been held before the 
New York State Commission for the 
Revision of the Tax Laws to remon- 
strate against the contemplated law, 
and the hardware trade has been rep- 
resented. The principal. reason ad- 
vanced against a sales tax was that 
it would be a very inopportune time 
to place a fresh burden on business, 
and that in any event, it would be a 
tax that would fall on the consumer 
to whonr it would be passed by the 
retailer. It was also pointed out that 
it would have a tendency to drive buy- 
ers to other States. 


SPRING MERCHANDISE 


Although wholesalers report that 
it has been harder to induce dealers 
to place their future orders for Spring 
merchandise than in previous years, 
some jobbers who are making an ag- 
gressive drive for this business are 
booking orders in good volume. Lawn 
mowers, garden tools, garden hose, 
lawn rollers and similar lines are be- 
ing concentrated upon at this time. 


THE PRICE TREND 


Very few price revisions have been 
announced recently by manufacturers. 
Wholesalers are making numerous 
house changes, but these are of a mi- 
nor character, being largely slight re- 
ductions or readjustments. The gen- 
eral price tendency continues to be 
easier. This is made apparent, for the 
most part, by the shading of estab- 
lished quotations, rather than by ac- 
tual downward reductions. Price 
concessions are being rather freely 
offered in some well known tool and 
builders’ hardware lines. . Prices on 
some numbers of Yale night latches 
have been lowered approximately 15 
per cent. 


CREDIT SITUATION 


Collections have a fairly satisfac- 
tory status as a whole, although some 
wholesalers say that in'a few in- 
stances dealers who have formerly 
taken the cash discount are no longer 
taking advantage of the savings made 
possible through discounting their 
bills. 
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Every time you sell a 


Doo-Klip 
Grass Shear 


Your share of what goes in the cash 
register is about three times as much as 
it is from the sale of an ordinary shear! 


For this reason, if no other, you owe it to 
yourself to stock and push this fine line. 


But in addition to extra profits the Doo- 
Klip is the most modern shear on the 
market. 


It is. made of fine steel, with case-hardened 
blades, pinch-proof handles, maintains a 
constant, automatic tension without adjust- 
ments—the kind of tool that sells and stays 
sold to your customers. 


Window displays, circulars and counter 
cards are among the Sales helps which we 


furnish you FREE. 


—PROTECTION— 


Doo-Klips are sold to Independent Dealers only 
‘by the Hardware Jobber. No cut price compe- 
tition from Chain Stores or Mail Order Syndi- 
cates. They’re yours. Use them. 





Sell More- 





DEALERS— 


Place your spring order for Doo-Klip Standard Grass 
Shears, Doo-Klip Long Handle Grass Shears and Doo- 
Klip Pruners with your JOBBER NOW. Or write us 
for complete descriptive matter and prices, giving us 
your Jobber’s name. 


VO IIE: 


Made by The Alliance Manufacturing Co. “!lignce 
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HE Clark Hardware Co., 
Jamestown, N. Y., has de- 
veloped a very substantial 
and profitable volume in 
electrical merchandise. Aggressive 
sales methods are considered largely 
responsible for the pronounced suc- 
cess the store has made with its 
electrical department. Augmenting 
extensive advertising in the local 
newspapers, the firm makes it a 
point to have attractive windows. 
The effective display here repro- 
duced is typical of the latter expe- 
dient, as used for promoting the sale 
of electrical merchandise. House- 
to-house canvassing also plays an 
important part in the firm’s elec- 
trical merchandising activities. 
Four outside salesmen are en- 
gaged throughout the year selling 
vacuum cleaners exclusively. In 
addition, salesmen are sent out on 


Advertising, augmented 
by good window displays 
and outside selling, has 
built up an_ enviable 
sales record in electrical 
goods for the Clark 
Hardware Co. 


other electrical appliances from 
time to time. Actively going out to 
get the business—and getting it 
results in an average of four hun- 
dred vacuum cleaners being sold by 
the store each year. This is but 
cne phase of the firm’s electrical 
merchandising activities. 

An extensive line of lighting fix- 
tures is carried in stock at all times, 
and this line further contributes to 
the electric volume. The lighting 


How Jamestown Store Sells 400 Vacuum 


Cleaners Annually 


fixtures are regularly featured in 
window displays, as can be noted 
in the accompanying photograph. 
On the interior of the store, small 
booths and fixture boards, sus- 
pended from the ceiling are used 
to show the line in sightly and con- 
spicuous fashion. While the store 
does not do any complete wiring 
jobs, provisions have been made for 
installing fixtures. 

W. B. Pitts of the firm, says: 
“Most of our fixtures are sold for 
new houses, but we also find that 
quite a few folks are replacing 
their old-fashioned fixtures with 
those of the new and modern type. 

“We have found that electrical 
merchandise has worked out very 
nicely with the hardware business, 
and we believe that the margin of 
profit on electrical goods is some- 
what larger.” 
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PAT. NO. 1737240 


PAT. PEND. 


What delig 


Christmas time is Cream City Ware time . . 
every woman loves attractive new things to ita 
her housework easier. The four items shown were 
selected because of their general popularity. . . 
They are delightful gift items. Up in the left-hand 
corner is the famous Cream City Juicy-Krisp 
Roaster. . . The “new-day” roaster . . self-basting 
and self-browning. Cheaper cuts may be cooked 
to perfect tenderness. . . Under the Juicy-Krisp is 
the newest Cream City “hit.” . . The Bread Cover 
which is destined to obsolete the old-fashioned 
bread box. 





tful GIFTS 


In the upper. right-hand corner is the Cream 
City Cake Cover and Handled Tray . . a beautiful 
piece of workmanship in lovely colors . . with the 
stylish new paneled design .,. and in the lower 
corner is the old favorite . . The Cream City “Easy 
Pour” Pitcher .. the “non-drip” pitcher for 
waffles, pancakes and iced beverages. 

Surely these wonderful items should be on your 
Christmas lists. 


See our display at the National House Furnishing 
Exhibit, Hotel Stevens, Chicago, Jan. 11-17, in- 
elusive, room 701. 


GEUDER, PAESCHKE & FREY CO. 
301 No. 15th St., Milwaukee, Wis. 





Cail 


ity Uzre 
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Every month, more 
than 750,000 car- 
penters and wood- 
workers read Star- 
rett advertising ... 
Are you getting 
your share of the 
sales? 


Skiiled tool users are your most vclucble 
customers. Keep them coming to your 
store by carrying a full stock of Starrett 
Tools and displaying them effectively. 
Write for information on Starrett Deaier 


Helps; for Starrett Catalog No. 25 “A” 


THE L. S. STARRETT CO. 
World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 
ATHOL, MASS., U. S. A. 


50th Anniversary of Starrett Tools — 1880-1930 














Pittsburgh Plate Glass 
Issues Store Fronts Catalog” 


Easyset metal store fronts, offered by 
Pittsburgh Plate Glass Co., Pittsburgh, 
Pa., are shown in catalog L, recently 
issued by the company. Illustrations of 
store fronts in copper and bronze are 
shown, together with diagrams and speci- 
fications. Included in the booklet are 
suggestions for ornamenting store fronts, 
showcase doors, stamped and _ special 
grilles, thresholds and kickplates, archi- 
tectural moldings and store front designs. 
There are reproductions of installations 
and various types of glass for many 
uses. On the last page is a list of the 
company’s warehouses, any one of which 
will supply further information and prices 
on the products offered. 





Sargent Issues Brochure 
on Modern American Hardware 


“Modern American Hardware by Sar- 
gent” is the title of a brochure issued by 
Sargent & Co., New Haven, Conn., 
through its builders’ hardware division. 
Illustrations of hardware items are 
brought out in bold relief, while the 
buildings, which are shown in the back- 
ground, are done in light pencil sketch. 
The text just touches the high points of 
the line. Buildings employing Sargent 
hardware items are shown. Items shown 
in the brochure show the influence of 
some of the current thought in the ar- 
chitectural field. They are examples of 
metal work characteristi¢e of the move- 
ment away from the traditional forms. 
The items shown can be supplied for 
any type building. 


Templeton, Kenly & Co. Has 
Poster Stamp for Distributors 


Templeton, Kenly & Co., 1020 S. Cen- 
tral Ave., Chicago, Ill., offers a poster 
stamp. It shows in colors the figure 
of a “jack” holding a Simplex jack, to- 
gether with the slogan “The Foundation 
of Economical Service Is the Distribu- 
tor.” It is the belief of the company 
that repetition of the slogan, even though 
modified as to wording, will help im- 
press the message upon the buyer’s mind. 





Attractive Catalogs Published 
By Hires Turner Glass Company 


Three attractive illustrated catalogs 
have been issued by Tires Turner Glass 
Co., Philadelphia, Pa. “The Business 





of Buying a Store Front” is a book giv- 


NEW CATALOGS 


AND DEALERS’ HELPS 


Available from Manufacturers and Jobbers 













ing the storekeeper ideas of what can 
be accomplished in making the outside 
appearances of a store attractive, by the 
use of various types of store fronts. 
Decorative mirrors are shown in catalog 
Al, for use in the home, studio, store 


and showroom. There are illustrations 
showing some of the installations made 
by the company. The last page shows 
the processes through which the mirrors 
are put to finish them. In catalog A, 
intaglio mirrors are illustrated. Speci- 
fications of various models are given. 





Alcoa Aluminum Die 
Castings Booklet Issued 


Aluminum Co. of America, Pittsburgh, 
Pa., has issued a booklet on Alcoa Alu- 
minum Die-Castings, showing the uses 
and advantages of aluminum castings. 
There are illustrations of many parts 
and cases which are composed of alumi- 
num castings. A general picture of die- 
casting is given in the booklet. Some of 
the topics covered are lightness, strength, 
pleasing appearance, corrosion resistance, 
permanence of dimensions and shape, and 
resistance to heat. Terms used in cast- 
ing are defined in the booklet. The last 
page gives the list of the offices of the 
company. It is attractively illustrated 
with decorative colored borders. 





Continental Screen Co. 
Issues Sectional Catalog 


The 1931 catalog on Continental screens 
is divided into six sections, following 
geographical lines. The division is made 
to meet the varied requirements for 
screen doors and the large number of 
sizes of window screens required in the 
various territories. Divisions in the 
catalogs are: Eastern, Philadelphia, 
Southern, Central, White Pine and West- 
ern. To save retailers expense in local 
freight and give them clean, fresh pack- 
ages, and to save jobbers the necessity 
of handling a large share of bulky goods 
through their warehouses, the company 
will again ship in a large number of dis- 
tribution cars. Catalogs may be obtained 
from Continental Screen Co., 1323 Book 
Bldg., Detroit, Mich. 





Automatic Washer Co. 
Issues “The Gossiper” 

“The Gossiper” for. November, 1930, 
has been published by the Automatic 
Washer Co., Newton, Iowa. It is the 
monthly house organ of the company 
and points out methods and ways for 
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selling the company’s products. There 
are articles telling how dealers and dis- 
tributors of the Automatic line have ac- 
complished effective sales campaigns. A 
supplement known as “The Colonel’s Gos- 
sip” contains an article entitled “++ or — 
Net Profit,’ giving information as to 
utility merchandising. 





Harder Issues Booklet 
on Refrigeration 


The Harder Refrigerator lines are 
shown in the 1931 catalog of the Harder 


Refrigerator Corp., Cobleskill, N. Y. 
The front flap cover has illustrations 
showing the steel models, while wooden 
models are placed in the rear flap cover. 
Hints on proper methods of refrigera- 
tion, specifications, construction features 
of the company’s line, display and dealer 
helps are some of the points covered in 
this booklet. Refrigeration accessories 
are shown on the next to the last page, 
and the last page indicates trade in- 
formation as to specifications, service, fin- 
ishes, service, guarantees and deliveries. 





Locksmiths are Worried by Hides 


Store Competition 
(Continued from page 43) 


year by thousands of locksmiths 
in the United States that really 
should be junked. A lock has its 
day, the same as any other ma- 
chinery—it will wear out. So 
when you get a worn-out lock, tell 
your customer it is advisable to 
get a new lock, and that you have 
that new lock in stock or can get 
it for him. But, of course, if the 
customer insists on having the 
lock repaired, do the best you can, 
but remember if these hundreds 
of thousands of locks which 
should be junked were to be. re- 
newed each year, it would help 
the employment of the raw mate- 
rial people, the manufacturer, and 
give the locksmith a profit, also 
the junk man. We would all be 
happy. By repairing an obsolete 
lock, the customer will soon find 
after six months or so that this 
lock is again giving trouble. What 
is he going to do then? He is not 
coming back to you. He is going 
to the hardware store to get a 
new lock; so why not be fair with 
the public and sell them a new 
lock when such is needed, instead 
of spending your valuable time on 
tinkering with some old lock? Re- 
pairing locks which are worth 
while is a profitable job, so when 
you repair a lock, do a first-class 
job. Let there be no comeback. 
Let the public learn to know that 
your work is the work of a master 
locksmith. It took years to wake 
up this craft, but I am glad to 
say that in the last few years the 
American Association of Lock- 
smiths has been in existence the 
locksmith has made wonderful 
progress. The lock manufac- 
turers have given us splendid co- 
operation. Of course, here and 
there you will find a high-hat lock 
manufacturer whose grandfather 
was a locksmith and who built up 
a lock manufacturing business for 


him, and he feels that all the lock- 
smiths must be judged as his 
grandfather when he first started 
in the business. Those lock 
manufacturers have our sympa- 
thy. We hope that some day they 
will see light, that the locksmiths 
are their friends. Who has taught 
the public that they must have se- 
cure locks on their doors? It is 
the locksmith. The locksmith has 
continually preached to the pub- 
lic to secure their homes with se- 
cure locks. The locksmith is the 
one who is continually advising 
the public what locks will meet 
their requirements for security. 
The hardware store has entirely 
fallen down on the job. The man 
in the hardware store is too busy. 
If you want a cheap lock, he is 
not going to ask you what you 
expect to protect with this lock, 
who you expect to lock out with 
this lock. All he will do is to tell 
you, “This is a good lock; buy it.” 
He will sell you a lock on which 
he makes the most profit. Gen- 
tlemen brother locksmiths, before 
you go home tonight, check up on 
the manufacturers’ representa- 
tives here with you_ tonight. 
Check up on the manufacturers 
who are your friends. Preach 
their locks, their products, all 
over the United States. They are 
your friends, treat them accord- 
ingly. 

Every once in a while you lock- 
smiths will receive in your mail 
literature asking you to invest 
your good, hard-earned money on 
some tools or instruments which 
will make the new-born baby a 
locksmith, which will make the 
boy in the kindergarten able to 
open the locks of the manufac- 
turers who have spent millions of 
dollars to make locks as secure 
as they are today. Don’t dare sup- 
port them. Ignore them entirely. 








Milayaole makes 


a hammer for every 
maninevery trade — 
more than 30 differ- 
ent styles in a wide 
range of weights 
make it possible to 


fill any request. 


More than 87 years of honest American 
quality have built up a demand for May- 
dole Hammers that is of real value to 
you. Don’t let your stock get low, your 
jobber can supply you with the styles 


and weights you need. 


Write for free supply of Pocket 
Handbooks 23 “C” 


Hammers 


The David Maydole Hammer Co.,Norwich NY 
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THE “ROYAL STANDARD” 


You ean still 
bea hardware 
dealer 

and sell 
electric 
ranges 


Electricranges are not “out 
of your line.” You need 
them today to complete 
your stove department — 
for the trend to electrical 
cooking is increasing. 
Standards are being suc- 
cessfully merchandised by 
hardware stores. The 
Standard line is complete 
—including ranges, grid- 
dles, bathroom heaters and 
water heaters. Send for 
booklet—“What is a hard- 
ware Dealer?” It gives in- 
teresting facts. 


ELECTRIC 
RANGES 


| 
| 


STANDARD ELECTRIC STOVE CO. 
TOLEDO, OHIO 


(]_ Please send booklet “What is a 
Hardware Dealer?” 


{]_ Send copy of Standard catalog. 

















Most of these things turn out to 
be fakes. 

Last summer we supported a 
law to restrict the sale of codes 
and burglar tools. From the an- 
swers we had, 95 per cent were in 
sympathy. We are not asking to 
eliminate codes. Codes and all 
other secretive tools necessary for 
the existence of the locksmiths 
are like dope to the physician. 
The physician must have it and 
should have it, the same way with 
the locksmith. He must have it 
and should have it, but he must be 
a physician in his trade. The dope 
code given to him must be under 
Federal control. That is why we 
supported this bill. We do not 
want the country to be like dope 
fiends. We do not want the codes 
to be given to every Tom, Dick 
and Harry. 


Hardware Stores in Small 
Towns Have Second Lowest 
Mortality Rate 


In towns averaging less than 15,000 
population, it has been found that 
drug stores have the lowest mortality 
rate of any type of retail outlet while 
restaurants are on the other extreme 
with the largest percentage of fail- 
ures out of the total number in busi- 
ness. A survey of 107 towns in the 
State of Illinois, all but five of which 
were under 15,000 population in size, 
showed the number of each of ten 
types of retail outlets in business in 
1925, and the percentage of this num- 
ber for each class which had dropped 
out of business by 1929. Although a 
proportion ranging from approxi- 
mately one-fifth to more than one-half 
of the total number of,stores in busi- 
ness in 1925 is shown to have dropped 
out of business within the next four 
years, the total number of stores in 
these different classes has not de- 
creased in most cases. Out of ten 
classes considered, six showed actual 
increases in the total number engaged 
in the business while the other four 
showed only small decreases, accord- 
ing to the Illinois Chamber of Com- 
merce. 





Percentage 

Type of Number Dropped 

Establishment in 1925 by 1929 
Drug stores ..... 341 19.9 
Hardware ...... 242 21.9 
Furniture ....... 241 29.5 
Department ..... 26 26.9 
Dry goods 4.04... 164 31.7 
Le 338 34.0 
Sa 310 36.1 
ee 1,382 40.1 
MS Sevéuec 727 44,7 
, Restaurants ..... 616 56.7 
vier kaid 39.1 





Arguments Against Change in 
Trade Practice Conference 
Rules Heard 


(From Our Washington Bureau) 

Arguments against the proposal of 
majority members. of the Federal 
Trade Commission to change its trade 
practice conference rules were heard 
on Tuesday of the present week. In- 
dustries objecting to the action of the 
Commission in withholding approval 
of certain rules, adopted at trade 
practice conferences, presented their 
arguments through three attorneys 
selected for this purpose by the Con- 
gress of Industries at its meeting, 
Sept. 25-26, in Niagara Falls, Ont. 
They are Louis E. Flye, Boston; Sol 
A. Herzog, New York, and E. Barrett 
Prettyman, Washington. 

The proposal of the -Commission, 
which stands three to two in favor of 
revising trade practice codes, has 
aroused much interest in many lines, 
including hardware. . 

Boiled down, the principal objec- 
tion to the suggested revision is that 
it will reduce the rules to “mere le- 
galistic statements,” as one protesting 
industry has put it. This charge is 
based- on the fact that it is the pur- 
pose of the Commission to insert in 
various rules clauses from the Clay- 
ton anti-trust act. To do this is to 
emasculate the rules, it is maintained 
by the opposing business and indus- 
trial interests. They pointed out that 
they desire to make agreements to do 
away with unfair trade practices and 
to eliminate uneconomic policies which 
may not in themselves be in violation 
of the law. In other words, these in- 
terests desire to adopt rules which ex- 
ceed the requirements of the law, but 
they say they would be restricted 
merely to legal requirements if the 
objectionable clauses were carried in 
the rules.- The reason for such 
clauses as given by majority members 
of the Commission, is to prevent al- 
leged violations, such as price fixing. 
Objectors reply to this by saying that 
such violations are decidedly infre- 
quent and that where they occur they 
should be _ prosecuted individually 
without disturbing the purpose of the 
codes. 

It is the belief that differences 
which exist not only between mem- 
bers of the commission and between 
industries as to revision of the rules 
can be settled only by a compromise. 
It is also the opinion that unless the 
Commission does yield to some extent 
to objections of opposing industries 
that many of the latter wil withdraw 
from the rules and set up codes of 
their own independently of the Com- 
mission. Some industries, however, 
appear to be willing to accede to any 
revision the commission may make. 
These industries have announced that 
arguments presented by the lawyers 
selected by the Congress of Industries 
do not reflect their views. 
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We Moved from 
Main Street 


(Continued from page 41) 


iron spools containing cable, chain, 
round belting, sash chain, chalk 
line, braided cord, asbestos paper, 
etc., are mounted in a special rack 
which is very compact and conve- 
nient. Stock drawers, divided into 
bins are provided for bits, chisels, 
taps, files and similar small tools. 
Everything is marked so plainly 
that there is no excuse for tools be- 
ing mixed with others of different 
type or size. 

Use of the large pillars, of which 
there are several on both the main 
floor and basement, is accomplished 
in a noteworthy manner. The pil- 
lars bear panels of sampled mer- 
chandise on all four sides and on 
the main floor, cupboards for sur- 
plus stock are provided at the base 
of the pillars. In the rear of the 
main floor a special room has been 
set aside for receiving and mark- 
ing goods. Well arranged bins hold 
150 different sizes of nails, brads, 
bill poster tacks, etc. Similar but 
larger bins are provided for 520 
sizes of bolts and lag screws. Ex- 
pansive display windows on the 
front and side of the store provide 
a total of 83 feet of modern display 
frontage. The show windows are 
16 feet deep. The entire interior of 
the store carries out a color scheme 
of walnut fixtures having orange 
colored backgrounds. 

Another unusual feature of the 
store is a fireplace on one side of 
the main floor. In front of the fire- 
place a desk and several chairs 
have been placed for the convenience 
of customers. In this home-like spot, 
patrons may rest or write and read. 
In fact, Mr. Churchill expressed it 
well when he said: “We have a 
whole lot of little conveniences that 
make it easy to wait on customers 
and attractive for customers to see 
what they want, as everything is 
sampled everywhere. The many 
new and convenient methods of ar- 
ranging and displaying stock are 
all fine.” 





Dazey Churns 


sold only through 


Jobbers 1 Dealers 








The DAZEY has been the leading 
Churn for many years and has 
always been sold through legiti- 
mate Jobbers and Dealers. En- 
dorsed by Good Housekeeping 
Institute, State Agricultural Col- 
leges, and Scientific Buttermakers 
everywhere. It is strictly a 
Bes cos Churn. Only the best 
materials are used and carefully 
assembled. Made in sizes to suit 
everyone’s requirements, from 2- 
quart to 10-gallon. The extension 
of electric power lines into rural 
districts has opened up a new field 
for DAZEY Electric Churns. 


Recommend DAZEY CHURNS 
for mixing PAINTS, LAC- 
QUERS and PASTE—A NEW 
FIELD! 








DAZEY SHARPIT—All purpose household Sharpener. 
Requires no skill. The original Sharpener of its type. Pat- 
ented grinding wheels. Attractively finished in rust-proof 
electro plating. Furnished with removable, reversible clamp. 


Order from Your Jobber 


Dazey Churn & Manufacturing Company 





St. Louis 











ON THE OUTSIDE 
LOOKING IN— 


\ees, 


Even the inquisitive youngster with 
snub nose pressed against your window 
is a prospect for a pair of skates or a 
camp axe. 

The commuter, the farmer, the house- 
wife, all who pass your windows judge 
you and your merchandise by your 
window displays. 

“Business goes where it is invited—,” 
and you will find the window display 
ideas appearing constantly in HARD- 
WARE AGE of great assistance. 
Don’t neglect your best invitation to 
new and increased business. 
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Hot of the Nail Ke 


Little yarns that others have laughed over 

culled from various sources. As a contemi- 

porary puts it; “Some of them have been 
copied, the rest will be.” 











Cubist Artist: “You see, we mod- 
erns strive for the purgation of the 
superfluous, which throws the accent 
on the inner urge. Do you follow 
me?” 

Visitor: “No. I’m ahead of you. I 
came out of the asylum last week.” 





New Bride: ‘And what would I 
get if I cooked a dinner like that for 
you every day?” 





The Groom: ‘My life insurance.” 

Mistress: “Can you serve com- 
pany?” 

New Maid: “Yes, either way.” 

Mistress: “Either way?” 

New Maid: “Yes, ma’am; so’s 


they'll come again and so’s_ they 
won't.” 





“In other days the women wore 
their dresses down to their insteps.” 

“Yes, but now they wear them up 
to their stepins.” 





“Did you hear about the traveling 
salesman who died?” 

“No.” 

“Left an estate of 500 towels, 200 
cakes of soap, three dozen silver 
spoons and a hotel key.” 


In a Negro school there was one boy 
so black that even the other pupils 
called him “Midnight.” This was all 
very well until a new pupil only a few 
shades lighter than he entered the 
school. On being called his nickname 
by the new pupil, Midnight answered: 

“Lissen heah! Don’ you call me no 
midnight. Yo’s about half-past leben 
yo-se’f.” 


Seasick Passenger (on friend’s 
yacht): “I say, what about going 
back? After you’ve seen one wave, 
you’ve seen them all.” 


The deceased furnace installer 
knocked at the gates of Hell and de- 
manded admittance. ‘What do you 
want here” asked Satan. “I want to 
collect from several of my customers 
who died before I did,” was his re- 
sponse. “How do you know they’re 
here?” asked Satan. “Well, they told 
me to come here every time I tried to 
collect.” 





She: “I spent my vacation up in 
the mountains.” 


He: “Really! Did you have a 
guide?” 
She: “Well, only my conscience.” 





Teacher: “Frank, what is a can- 
nibal?” 

Frank: “Don’t know, mum.” 

Teacher: “Well, if you ate your 
Sather and mother, what would you 
be?” 

Frank: “An orphan, mum.” 





Mother: “Why did you strike your 
little sister?” , 

Young Bobby: “Well, we were play- 
ing Adam and Eve, and instead of 
tempting me with the apple, she ate 
it herself.” 





“How do you like your women?” 

“Well developed physically and 
mentally. Otherwise I’m not partic- 
ular.” 





Old Block: “When I was a little 
boy your age, I didn’t tell lies.” 

Chip: “How old were you when you 
started, Pop?” 





“AIN’T IT THE TRUTH?” 


Judge: “Well, John, I can give you 
this divorce but it will cost you three 
dollars.” 


John: “Three dollars, boss?” 
Judge: “That’s the fee.” 
John: “Well, boss, I don’t believe 


I wants no divorce. There ain’t three 
dollars difference ’tween dem two wim- 
men.” 


Blond Waitress: “I have stewed 
kidneys, boiled tongue, fried liver and 
pig’s feet.” 

Diner: “Don’t tell me your troubles, 
sister, give me a chicken pie.” 





NO KEYHOLE 


Common Laborer: “Boy, you sho 
has got a big mouff.” 

Mason Helper: “Say, yaller boy, 
that ain’t no keyhole in de front of 


yo’ face!” 





Believe me, if all those adhering young 


charms 
Which I view with admiring dis- 
may, 
Are going to rub off on the shoulders 
and arms 
Of this suit which was just cleaned 
today, 
Thou wilt still be adored with my 
usual zeal. 
My sweetheart, my loved one, my 
own. ; 
But I’ll sternly repress the emotions 
I feel— 


I’ll love you, but leave you alone. 


Golfer (bursting in on friend wife) : 
“What do you suppose my score was 
today, dear?” 

Wife: “Double.” 

Golfer: ‘Double?” 
mean?” 

Wife: “Double what you’re going to 
tell me!” 


What do you 


Once upon a time there was a man 
who bought a Louis XIV bed, but it 
was too small for him, so he sent it 
back and asked for a Louis XVI. 





“So he’s your little brother? Funny 
you are so fair and he is so dark.” 

“Yes, but he was born after mother 
dyed her hair.” 
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of Quality in 





every Type and Size 





Reed and 
Prinee 
Produets 
inelude: 


Wood Screws 
Machine Screws 
Cap Screws 

Set Screws 
Stove Bolts 
Sink Bolts 
Hanger Bolts 
Machine Screw Nuts 
Stove Bolt Nuts 
Chair Rods 
Stove Rods 
Seat Rods 
Specialties 


Available in any fin- 
ish — nickel, blued, 
copper, bronze, brass, 
galvanized, plain, 
polished, cadmium, 
chromium. 





Reed & Prince Screw 
Products can be depend- 
ed upon for unvarying 
uniformity in strength, 
finish and dimensions. 
Every Screw, Nut and 
Bolt meets the highest 
standards of quality and 
accuracy. 

For GOOD WORK use 
dependable Reed & 
Prince Products. Your 
largest requirements can 
be handled promptly. 
May we submit samples 


and prices. 


REED & PRINCE MFG.CO. 
WORCESTER, MASS..U.S.A. 


WESTERN BRANCH art CHICAGO - 3635 IRON STREET 














No. 220 


| ee 


the life of any structure 


GRIFFIN HINGES 


prove worthy of the im- 
portant part they play 


in daily service. 


(SRIFFIN 


ufacturing Company 
ERIE, PENNSYLVANIA 


MANUFACTURERS 


Branch Offices:- 


NEW YORK: 45 WarrReEN ST. BOSTON: 76 BATTERYMARCH 
CHICAGO: 555 W. RANDOLPH ST. SAN FRANCISCO: 703 MarKET ST. 
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Anger. Indifference 


Your Customers Curse Inefficient 
Door Checks, While SATISFIED 


INDIFFERENCE is the Reward 
Earned by this Rixson Device 


It is the fate of efficient mechanisms that 
they are ignored as long as they serve well. 
However, it is to the best interests of your 
customers that you sell them the door con- 
trol device that demands the least attention. 
The Rixson Single Acting Door Check, 
Overhead Type, carries a two year guaran- 
tee. This is evidence of its maker’s con- 
fidence that it will serve faithfully many 
times that period. 


RIXSON 
Single Acting DOOR CHECK 


Write us for the Sup- 

plementary Catalog data 

sheet which describes 
Rixson Thresholds. 








THE OSCAR C. RIXSON COMPANY 
4450 Carroll Avenue Chicago, III. 
New York Office: 101 Park Ave., N. Y.C. 
Philadelphia Atlanta New Orleans Los Angeles 


You Can Stake Your Reputation on 


Winnipeg 













\ 
SS C0 
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Builders’ Hardware 


Casement Operators & Hinges 
Concealed Transom Operators 
Adjustable Ball Hinges 
Butts, Pivots and Bolts 
Door Stays and Holders 








Overhead Door Checks _ 
Floor Checks, Single Acting 
Floor Checks, Double Acting 
Olive Knuckle Hinges 
Friction Hinges 











Coming Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, May, 1931; exact dates 
to be decided later. L. P. Biggs, secretary, 815 Southern 
Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, San Francisco, February, 1931. 
LeRoy Smith, secretary, 112 Market St., San Francisco. 


CAROLINAS HARDWARE .ASSOCIATION CONVENTION, 
June 9, 10, 11, 1931; place to be decided later. Arthur 
R. Craig, secretary, 804-806 Commercial Bank Building, 
Charlotte, N. C. - 


CONNECTICUT HARDWARE ASSOCIATION CONVENTION, 
February, 1931; date and place to be decided later. 
Chas. R. Freeman, secretary, Branford. 


IDAHO RETAIL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Boise, Jan. 27, 28, 29, 1931. 
Headquarters, Owhyee Hotel. E. E. Lucas, secretary, 
Hutton Building, Spokane, Wash. 


ILLINOIS RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Hotel Sherman, Chicago, Feb. 10, 11, 
12, 1931. Paul M. Mulliken, Managing Director, 14-16 
North Spring St., Elgin. R. Y. Wallace, Director of 
Exhibits, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Manufacturers’ Building at the 
Indiana State Fair Grounds, Indianapolis, Jan. 27, 28,. 


29, 30, 1931. Hotel headquarters, Claypool Hotel. G. F. 
Sheely, secretary, 911 Meyer-Kiser Bank Building, 
Indianapolis. 


IowA RETAIL HARDWARE ASSOCIATION CONVENTION: 
AND EXHIBITION, Des Moines, Feb. 10, 11, 12, 13, 1981.. 
Convention sessions at the Hotel Savery; Hardware Ex- 
hibition at Des Moines Coliseum. A. R. Sale, secretary,. 
Hardware Building, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBIT, Brown Hotel, Louisville,. 
Jan. 20, 21, 22, 28, 1931. J. M. Stone, secretary- 
treasurer, Room 308, Republic Building, Louisville. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Grand Rapids, Feb. 3, 4, 5, 6, 
1931. Headquarters, Hotel Pantlind. Exhibition at 
Waters-Klingman Exhibition Building. A. J. Scott, 
secretary, Marine City. Karl S. Judson, Exhibit Man- 
ager, 248 Morris Ave., Grand Rapids. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Feb. 17, 18, 19, 20, 1931; Municipal Auditorium, 
Minneapolis. Charles H. Casey, manager-treasurer, 
2344 Nicollet Ave., Minneapolis. 


MISSISSIPPI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Buena Vista Hotel, Biloxi, June 15, 16, 17, 1931. 
Guy Nason, secretary, Starkville. 


MISSOURI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, New Jefferson Hotel, St. Louis, 
Feb. 24, 25, 26, 1981. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 


MONTANA IMPLEMENT AND HARDWARE ASSOCIATION: 
CONVENTION, Great Falls, Mont., Feb. 12, 13, 14, 1981 
A. C. Talmage, secretary-treasurer, Bozeman. 
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Complete Distributor-Dealer Hook-up 
To Make Your Bolt and Nut 
Business More Profitable 


Small unit packing—complete range of standard 
sizes— available direct from your distributor on 
short notice. This plan works perfectly with the idea 
of limited inventory and quick turnover. Keep your 
capital earning liberal dividends by concentrating 
on the Neely line. 














Ask your distributor's salesman for complete 
information and prices. If he cannot supply 
you, write to us direct. 


_Order from 


Your Distributor 
(i) NUT & BOLT CO. 
PITTSBURGH, PA. 


BOLTS » NUTS 7 RIVETS RODS UPSET FORGINGS 

















° ~~-(CHICAGO)— 
SPRING HINGES 
New “Sagless”’ Spring Pivot-Hinge 








By, 


““Here’s The Rule You Need”’ Type 4007 


The FARRAND RAPID RULE : Exterior Tension Adjustment 
Patented in U. 8. Nos. 1,402,589 and 1,730,199 
The Original Rigid—Flexible—Concave Rule An improved hinge for the gates in mod- 
The most remarkable practical invention in years. ern buildings and for replacing obsolete 
It is modernizing old methods of taking meas- equipment in buildings to be made modern. 
urements. | FARRAND rules are still giving effi- Send for literature describing other impor- 
cient service after three years of constant use. tant features of this new hinge. 


One sale makes another. Now produced in three 
models, listing at $5.00, $3.75 and $3.00. il ; 
DISTRIBUTED THROUGH WHOLESALERS Chicags Spring Hinge Compangy. 


Manufactured by CHICAGO NEW YORK 
HIRAM A. FARRAND, Inc., Berlin, N. H. U. S. A. 
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HOUSEHOLD BLUE STREAK 
Can Opening Machine 
GREATLY IMPROVED 


Women are quick to recognize the advan- 
tages of Household Blue Streak with its big, 
easy to turn wooden handle. It makes quick 
work and easy work of an ordinarily awk- 
ward task. And the price of Fifty Cents 
gives you a real talking point—Big Value! 


Handsomely finished with its bright Handle and in- 
dividually packed in an attractive carton, Household 
Blue Streak is a great piece of merchandise. A money 
maker and a friend maker for you. 


Master Blue Streak 
Table Model—Re- 
tails at two dollars. 
A very fine, easy- 
to-operate machine. 
Attaches easily and 
securely. 











The Newest Blue Streak. 
Where space is at a 
premium the Wall 
Bracket model fills the 
bill—complete—ready to 
install. 


Ask Your Jobber 


The Turner & Seymour Mfg. Co. 


TORRINGTON, CONN. 












Coming Conventions 


MOUNTAIN STATES HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Denver, Colo., Jan., 1931; exact 
dates to be decided later. John T. Bartlett, secretary, 
2005 Mapleton Ave., Boulder, Colo. 


NATIONAL ELECTRIC LIGHT ASSOCIATION CONVENTION 
AND EXHIBITION, Atlantic City Auditorium and Con- 
vention Hall, Atlantic City, N. J., June 8, 9, 10, 11, 12, 
1931. . A. Jackson Marshall, secretary, 420 Lexington 
Ave., Néw York City. 

NATIONAL HOUSE FURNISHING MANUFACTURERS’ ASSO- 
CIATION EXHIBITION, Stevens Hotel, Chicago, IIl., Jan. 
11-17, 1981. Warren Edwards, secretary, 308 West 
Washington St., Chicago, IIl. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, University Coliseum, Lincoln, 
Jan. 27, 28, 29, 30, 1931. Headquarters, Lincoln Hotel. 
Geo. H. Dietz, secretary, 414-419 Little Building, 
Lincoln. 


NEW ENGLAND RETAIL HARDWARE DEALERS ASSO- 
CIATION CONVENTION AND EXHIBITION, Boston, Feb. 
25, 26 and 27, 1931. Convention at Paul Revere Hall, 
Exhibition at Mechanics Building. George A. Fiel, 
secretary, 80 Federal St., Boston, Mass. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Rochester, Feb. 17, 18, 
19, 20, 1931. Headquarters, Hotel Seneca. Sessions 
and Exposition at Edgerton Park, John B. Foley, sec- 
retary, 510 Hills Building, Syracuse. Martin Van 
Dussen, Manager of Exposition, 286 North St., Roches- 
ter. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Minot, Feb. 10, 11, 12, 1981. 
C. N. Barnes, secretary, Grand Forks. 


OHIO HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Cleveland, Feb. 17, 18, 19, 20, 1981. Head- 
quarters, Hotel Cleveland. Exhibition in Public Audi- 
torium Annex. James B. Carson, secretary, 708 Mutual 
Home Building, Dayton. 

OKLAHOMA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Masonic Temple, Oklahoma City, Jan. 27, 28, 29, 
1931. Charles F. Nelson, secretary, 207-208 Bloom- 
field Building, Oklahoma City. 

OREGON RETAIL HARDWARE & IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Portland, Feb. 10, 11, 12, 
1931. Headquarters Multnomah Hotel. E. E. Lucas, 
secretary, Hutton Building, Spokane, Wash. 

PACIFIC NORTHWEST HARDWARE & IMPLEMENT ASSO- 
CIATION CONVENTION, Spokane, Wash., Feb. 4, 5, 6, 1931. 
Headquarters Davenport Hotel. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC., CONVENTION AND EXHIBITION, Com- 
mercial Museum, Philadelphia, Feb. 10, 11, 12, 18, 1981. 
W. Glenn Pearce, secretary-treasurer, 610 Wesley 
Building, Philadelphia. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Feb. 24, 25, 26, 1931, 
Ambassador Hotel Auditorium, Los Angeles. J. V. 
Guilfoyle, secretary, 420 E. 8th St., Los Angeles. 
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370 ATLANTIC AVE, 


THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


RUBBER GOODS AND SPECIALTIES | 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 





BOSTON, MASS. 

















Lots of Your Customers 
need 


A Handy Capping Tool 
like this 


— 


h 
‘ ALL STEEL 


BOTTLE CAPPER 


Display Pyramid Bottle Cappers in their colorful, individual 
cartons. You'll find they bring you many profitable sales be- 
cause the Pyramid is such a handy, convenient tool it prac- 
tically sells itself. Write for our special offer on a trial order 
of one dozen and see for yourself what a splendid seller the 
Pyramid Capper is. Handsome display cartons included free 
with every order. 


CROWN CORK & SEAL CO., BALTIMORE, MD. 
World’s Largest Makers of Bottle Caps 








EDLUND 


CAN OPENER 








The Edlund Junior 
shown here is a house- 
hold size. A guaranteed, 
quality article — outstanding 
among can openers. Complete line 
includes other types and sizes. 





EGG BEATER 


Another guaranteed 
Edlund product. Un- 
usually strong and at- 
tractive. Beats quickly— 
smooth running. A qual- 
ity item at a popular 
price. 





From Your Jobber or Direct AVY 


EDLUND COMPANY : { [ 


Burlington, Vermont 














a... .-- 





Bearing, Truck Casters, Institution, 
Ete. 


FAULTLESS CASTER COMPANY 


EVANSVILLE. INDIANA. 


Canedian Factory: Stratford, Ontario 
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Coming Conventions 


KEY BLANKS nie tee 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Atlanta, Ga., 
machines. Completeness of the line—quality May 12, 13, 14, 1931. Walter Harlan, secretary- 
of the product and quick service from our treasurer, 701 Grand Theater Building, Atlanta, Ga. 
branch offices are reasons why the ILCO is SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
everywhere accepted as the standard key blank. VENTION, New Auditorium, Rapid City, Feb. 3, 4, 5, 
1931. Headquarters, Alex Johnson Hotel. Charles H. 
Casey, manager and treasurer, 2344 Nicollet Ave., 
Minneapolis, Minn. 

TEXAS HARDWARE AND IMPLEMENT ASSOCIATION CON- 
VENTION, Baker Hotel, Dallas, Jan. 20, 21, 22, 1931. Dan 
Scoates, secretary, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Richmond, Feb. 24, 25, 26, 1931. 
Thos. B. Howell, secretary, 802 Broad St., Richmond. 

WEST VIRGINIA HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Charleston, Jan. 20, 21, 22, 1931. 
Headquarters, Daniel Boone Hotel. Exhibition in the 
Armory Building. James B. Carson, secretary, 708 
Mutual Home Building, Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT AND HARDWARE ASSO- 
CIATION CONVENTION, Kansas City, Mo., Jan. 20, 21, 22, 
1931. Headquarters, Hotel President. Sessions in Mis- 
souri Theater. H. J. Hodge, secretary, Abilene, Kan. 


This Company has long been known as the 
leading manufacturer of key blanks and key 

















a wei one = Western Hardware Show in connection. Louis W. 
Factory an enera ces a Shouse, secretary, Convention Hall. 
FITCHBURG MASS., U. S. A. WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 





TION AND EXHIBITION, Milwaukee Auditorium, Milwau- 
kee, Feb. 3, 4, 5, 6, 1931. B. Christianson, secretary, 


Stevens Point. 





Hardware 
a | 
Cloth a. 
Every roll of Supe- | ee \ 
rior Brand Hard- ~~ 
ware Cloth will be SEPM, 
(= 2 RNR EE 


found true to hard- 
ware cloth  stand- 
ards. 


Ask Us Another 


—What is a Buyers’ Strike? 

You can sell Supe- —There is no such thing. That’s just 
rior Brand Hard- an alibi term for an oversold con- 
ware Cloth with the dition. 


assurance that ev- 
ery roll is made —What causes such a condition? 


—_ nanene wine —Inflation and false prosperity, when 
people buy more than they should 


Free from bags or i 
bulges. Straight sel- and find themselves stocked with 


vage. Heavily gal- more things than they can imme- 
vanized. diately use. 
At your Jobber. 


Smooth, round, 







standard size wire, 
woven evenly and 
heavily galvanized. 


. —What corrects such a condition? 
cts = ne —Time alone. When people use up 
Wekessien’ Mies 4 these goods they sooner or later 
: j reach a replacement point. Then 
they buy again; wheels turn again; 
dollars change hands again; good 
times return again. 
Llew S. Soule 
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Investiqate this 


A 
Remarks Mew PAYSON. 





Four _ 
Cycie Type 


Jobbers, 
Dealers, 
Manufacturers: 


Washing 
Machine 
Motor 


Easier Starting 


Send for complete details of this perfect substitute 
for the small electric motor, and for powering the 
Washing Machines, Water Systems, Electric Light 
Plants, Garden Cultivators, Lawn Mowers, Cen- 
trifugal Pumps and other units you sell or make. 


_ Proven Design—No Untried Features 
Backed by over 35 years of gas engine manufactur- 


ing experience. 


Ask About Other Sizes of Lauson Vertical and Horizontal Engines 









THE LAUSON CORPORATION 


500 Jackson St., 


New Holstein, Wis., U.S.A. 





Clear cut 
sharp .. - 





Atlas Tacks and small nails—inexpen- 
sive in price — but priceless at a time 
of necessity. 


You should keep fully stocked with 
Atlas Tacks and small nails... they 
are a necessary item in the homes of 
your customers. The service which 
Atlas Tacks and small nails give, adds 
lasting patrons to your trade and per- 
manent friends for you. 


ATLAS TACK 
CORPORATION 


0 ¥ Fairhaven, Mass. . St. Louis, Mo. 

















SET No. 100 


leader. 


$5.80 per 
dozen sets 





No. 7 — Hand 
Mulcher, all heavy 
metal with enam- 
eled safety handle. 


$1.50 per doz. 


No. 6 — Spading 
Fork — all heavy 
metal with enam- 
eled safety handle. 


$2.00 per doz. 















Four pieces— No. 3 and 4 
trowels and No. 6 and 7 hand 
tools — packed in attractive 
3-color carton. 
A fine 75 cent 


HERE is 

a line of 
GARDEN 
TROWELS 
and 

Hand Tools 
that can’t 
he beat 

for Quality 
or Price 


Five other 
Trowels on 
which Dealer 

Prices are 
equally low. 
70c to $2.00 


a doz. 


Ask your 
Jobber for 
Akron-Selle 

Garden Tools 

By Name. 


THE AKRON -SELLE co. 


AKRON, OHIO 





F R E E—the 
eHELip | booklet which 
“STEM | shows the way 
“hive | to a big gain in 
‘sales anywhere. 


How to do more business—how 
to get more customers—how to 
make more money in the same 
old store. 

The methods described are easy 
to apply—proven in practice— 
and can be employed by small 
stores as well as large. Fifty 
years of intimate contact with the 
retail hardware business enables 
the Heller Company to speak 
with authority and understand- 
ing. This system is founded on 









practice, not theory. It works. 
And it pays. 
Send for your copy today. It’s Free. 


HELLER 


Sign in the | W: C. Heller & Co. 


Margin 700 tam St., 
Montpelier, Ohie 

















Established 1873 + «+ « 
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Sales building features 


backed up by prices. A o,dish 


real turnover nage 


burners lien 
canning % 


ie 
Oley. racks 


2 
"8,% 


wire baskets % 


UNION STEEL PRODUCTS CO. 


ALBION, MICHIGAN 























SPEED UP 





SALES 


Allith 


ROLLING LADDERS 


like Allith hangers—are always on the 
track. They speed up sales by reducing 
the time needed for each sale. They are 
attractive, durable, roll quietly and run 
freely. Your post card will bring prices 
and information by first mail. 


ALLITH - PROUTY COMPANY 
DANVILLE, ILLINOIS 



























ARMSTRONG BROS. 
Knife Blade Cutter Wheels 


Carefully machined from selected Alloy Tool 
Steel, heat treated, hardened and oil tem- 
pered, these improved design (Knife Blade) 
cutter wheels cut much faster, require less 
power and last longer than ordinary wheels. 


Smooth or Knurled Edge 
These wheels can be bought at all leading 
supply houses for all makes of pipe cutters. 
Made with smooth or knurled edges 
Write today for Oatalog P-10, 
showing and describing ARM- 
STRONG BROS. Line of Better 
Pipe Tools. 


Armstrong Bros. Tool Co. 


“The Tool Holder People’ 
314.N. Francisco Ave. Chicago, U.S.A. 























Vyyyy edd bday 


THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehousco—New York, Chieage, Philadelphia. 
Western Factery—Dayton, Ohic. 

















The 
Westinghouse 


Memorial 


In a beautiful setting, 
in Schenley Park, Pitts- 
burgh, this memorial 
has been erected to 
George Westinghouse, 
the founder of the sev- 
eral Westinghouse indus- 
tries which produce 
many of the lines sold 
by hardware dealers. It 
is the work of Daniel 
Chester French, noted American sculptor. 





The Late George Westinghouse 


Stroke Saver 
Home Putting Game 


Stroke Saver home putting 
game, offered by The Beck- 
ley-Ralston Co., 42 W. 22d 
St., Chicago, Ill, is played 44 
with a putting trap of regu- @ 
lation size that sets on the 
floor without injury to the ~~ 
rug. It catches and holds the 
ball if the putt is accurate. 
Regular golf balls are used and the trap is adjustable to take care of 
either the old or the new size golf ball. Books, etc. may be used for 
hazards. Traps are of metal, in red, yellow and green finish. Traps 
are adjustable to new or old type ball, by turning of adjusting nut. 
Diameter of traps is 4% inches. Suggested retail selling price is 
$2.00 and cost to dealer is $1.25. 
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” EVERYTHING 
in IRON, WIRE 
and ea 


Write for Catalogs and Prices 
The Stewart Jron Works Company, Inc. 
625 Stewart Block, Cincinnati, 0. 
















iG 


aS 


Wn 
(lets 
SAMS N TRA E MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


ate) o OO). 0D) 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 


7 


‘There IS a Difference in Sash Cord”’ 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 








BIG SELLER 


In Tire Chain Season 


Opens and closes 
chain links with 
little effort. 





“Necessity’’ Tire Chain Repair Tool 


Makes a tire chain repair in a few seconds any time, any- 
where, without removing chain or deflating tire. Indis- 
pensable to the tool kit. Guaranteed for a year. ASK 
YOUR JOBBER. 


M. W. ROBINSON CO., 28 Warren St., N. Y. C. 


Profit makers all the year round 


™ VOLLRATH 
VITALIZER 


for gas and electric refrigerators 





and Vollrath Covered Jugs, Refrig- 
erator Dishes, and Water Cooler. Every woman now 
wants modern refrigerator equipment. 


Write for complete information 


THE VOLLRATH CO. /Est. 1874} SHEBOYGAN, WIS. 














Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 


lines handled by the Hardware Wholesalers. 


For instance, on pages 7 to 79 it indicates by key 
numbers what classes of merchandise each hardware 
wholesaler handles. There are explanatory key numbers 
covering every class of merchandise that constitutes a 
modern hardware stock. 


Then, the Hardware Retailers on pages 80 to 353 who are 
rated I, 2, or 3 represent the livewire dealers doing 75% 
to 80% of the retail hardware trade of the U. 


CONTENTS OF VERIFIED LIST 


Wholesale Hardware Houses in U. S., Canada and Foreign. 

Retail Hardware Stores in U. S., Canada and seme. 

Chain Hardware Stores in United States and Canada. 

5, 10, 25c to $1.00 Syndicate Stores carrying hardware. 

Department Stores carrying hardware and housefurnishings. 

Manufacturers’ Agents in U. S., Canada and Foreign. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 
enware and illow-ware Wholesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership List of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every manu- 
facturer’s sales manager should have one on his desk, and 
every salesman could profitably carry a copy in his grip. 
Since the previous issue was published there have been 
more than 10,000 additions and corrections, and these all 
appear in the Eleventh Edition. . 


Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 











The Yape-Marker and the red, white and blue surface 
markers are certain iderftification that the rope contain- 
ing them is Columbian. 

Columbian Tape-Marked is the Rope your customers ex- 
pect. It is durable, waterproofed, flexible wet or dry and 
contains the broadest guarantee in the rope industry. 
Order Columbian from your jobber. 


Columbian Rope Company 
352-80 Genesee Street 
Auburn, N. Y. “The Cordage City” 
Branches :— 
New York Chicago Boston NewOrleans Philadelphia 
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WALWORTH 





Walworth Company, General Sales Offices: 
60 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, III.; 
Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company Limited, 660 St. Catherine Street West, 
Montreal, P. Q 
Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 











Stone-Working Tools 
and Supplies 


Catalog on request 
TROW & HOLDEN CO., Barre, Vt. 

















Subdued with 
Peerless Handcuffs 






In these days of lawlessness 
officers require handcuffs 
that hold securely and can 
be snapped onto a vicious 
character before he realizes 
it. The PEERLESS are 
just such handcuffs and the 
only ones which cannot be- 
come locked while carried 
in the pocket. Get prices. 


Peerless Handcuff Co. 
Springfield, Mass. 











Bridgeport, 
Makers of the Famous Weed Tire 
Chains 


Do You Ever Give Your Mind 
a Bath? 


(Continued from page 39) 


few words of greeting. He has been up against it 
hard, and possibly the Recording Angel may open his 
ledger to your account and give you a credit mark. 
The Lord knows most of us need a few credits. 

Here is a paragraph from a letter I have just re- 
ceived from Pearson. 

“IT have always wanted to be a poet, and I have 
made some progress in that direction, but poverty, 
sickness and other troubles, have kept me so handi- 
capped all the time that I have never had a chance 
to do what I might have done. My life seems to have 
been almost a failure, but I have made a hard fight 
against great odds and I have done the best I could. 
I believe that very few men have had as hard a 
struggle as mine and for such a long time. And the 
worst of it is that I have been largely knocked out of 
doing my life-work. Some paper or magazine that 
was looking for such a thing could find a thrilling 
‘human interest’ story in my struggle for education 
and for poetic expression under difficulties.” 

Now give Pearson not only a hand, but send him 
the cash. How well I remember when I was a young 
salesman, a manufacturer Called on my boss, the head 
of a hardware jobbing business. This manufacturer 
sat in the boss’s office a long time. Finally the boss 
showed him to the door, and they shook hands very 
cordially. I will never forget that as the boss turned 
away from the door he stopped a minute at my desk, 
made a motion toward the departing manufacturer 
and remarked: “He gave me the glad hand, but there 
was nothing in it.” 

* * * * 

Calisthenes writes about our minds. He wishes us 
to polish them up. There is a subject on which the 
hardware manufacturers, jobbers and retailers need 
a good deal of enlightenment, and that is—the Sher- 
man law, resale prices and the Federal Trade Com- 
mission. Recently one of my friends mailed me an 
editorial from the New York Journal of Commerce on 
the subject of the Federal Trade Commission and the 
Sherman law. It is the clearest and best thing I 
have read on this subject. I have sent this article 
to the HARDWARE AGE and have asked them to publish 
it in another column. I hope every reader of this 
article of mine will turn to this other article and read 
it carefully and absorb what is said. There are a 
good many people, even some trade paper editors, who 
don’t seem to be very clear on the resale price ques- 
tion. They don’t seem to grasp the fact that what 
people are doing legally cannot be stopped. The only 
way to get at them is to make what they are doing 
illegal, and the only way to do that is to have the 
necessary laws passed. There has been enough writ- 
ten on resale prices to fill the Congressional Library, 
and most that has been written is absolutely footless. 
It is a legal question and can only be settled legally; 
even the Federal Trade Commission, if they so desire, 
can’t help us do something that is illegal and contrary 











to the Sherman law. (See page 62.) 
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The LAUB Ventilator 


is GOOD to use, GOOD to look at, and a sure guarantee of GOOD 
health through GOOD ventilation. There’s a GOOD profit in it, 
too. 
Made substantially of Heavy Steel in Olive Green Color Baked 
Enamel Finish and in two Adjustable Sizes: 

Regular, 27% to 36 inches, List $1.00 

Special, 27% to 45 inches, List $1.25 

Less Trade Discount 


LAUB PRODUCTS Ashland, Pa. 














"‘Desolvo 


The Original Drain 
Pipe Cleaner 
LEADER SINCE 1909 


QUALITY and PROFIT 
COMBINED 
Use in Cold Water or On Ice 
Don’t Guess ... Buy the Best 
Will Not Harden in Pipes 
Your Jobber Can Supply You 














Manufactured by 


THE CHAMBERLAIN COMPANY, Pittsburgh, Pa. 











lg) SArery Flow 


Can Opener 


The World’s Best Can Opener 
Recommended by the National Can- 

ners’ Association. After opening 

500 cans, Safety Roll was as good 

as new. It cuts the top out of all 

sizes and shapes of cans and saves 

the juices. 

A wonderful kitchen tool and sure-profitable-seller. Genuine tool steel 


Free sample and prices sent on request to rated firms. tempered cutter. Spe- 
celal roller construction 

VAUGHAN NOVELTY MFG. CO. makes smooth and 
Manufacturers of Quality Kitchen Tools yg how by 

3211 Carroll Avenue Chicago, U. S. A. that saves the julees. 





DG oe 1 
Put Bargain-Day Punch into Christmas Sales with the sensational new 
BEE-VAC line of Cleaners and Washers, priced to sell, from the BEE-VAC 
De Luxe Junior at $13.50 up to the $99.50 Super Two-Speed Washer. 
Free attachments, free gifts, amazing “Ten Minute Test” and other 
merchandising features that are packing stores everywhere. Ask your 
jobber, or write us direct for the facts. 


THE BiRTMAN ELectriIC CO. - - 4144 Fullerton Ave., Chicago, Ill. 











BEST FOR CUSTOMERS 
BEST FOR YOU 


This stove pipe is a front-of-the 
store item. Adds to your display, 
sales and profit as well as better ¥ 4 
satisfying your customers. 7 


CHROMIUM PLATED—NICKEL PLATED 
ALUMINUM 


Brightens the kitchen, lightens work, saves money. Resists 
rust. Standard sizes: pipe, elbows and collars. 


An active line for good Jobbers and Representatives 


BALLONOFF METAL PRODUCTS CO. 
CLEVELAND, OHIO 
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i 
U.S. VEGETABLE DRAWER ‘ -- TO STIMULATE SALES | 
{ This rust-proof mail box with the new 
4 Dualock feature is built for service, P 
> protection, and economy. Can be re- 4 
‘ tailed at a low price. Finished in : 
q six attractive colors. Write for com- 4 
4 plete description and prices. 4 
, CHICAGO OFFICE 4 
> 1498 Merchandise Mart 4 


Restores the Freshness and Crispness to Wilted Vegetables 
For any Type Refrigerator 
Size 13% in. x 8 in. x 4 in. deep 


Sliding Drawer—Steationary Cover with Clamps—Heavy Steel— 
Stainless Triple Enameled 


UNITED STATES STAMPING CO., Moundsville, West Va. 























ULTON LIN E 


PATENT NOVELTY C OMPANY 


FULTON ILLINOIS 
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CLASSIFIED OPPORTUNITIES 





POSITIONS WANTED 


Special Rate, One Cent a Word; Minimum Fifty Words 





COMPETENT RETAIL HARDWARE MAN _ with 15 years ex- 
perience desires a permanent connection in or near New York City. Shelf 
and builders hardware, tools, paints, plumbing and electrical supplies. Can 
take complete charge of builders hardware or paint departments. Can 
me f —* references. Address Box J-2, care of Harpware Ace, New 
Yor ity. 





SALESMAN experienced in paint and general hardware lines seeks 
new business connection. Prefers territory including North Carolina or 
Middle Atlantic States including Baltimore, Washington, D. C., etc. Has 
sold to and for retail hardware stores and has successful record. Married, 
31 years old and can furnish satisfactory references. Address Box J-9, 
care of Harpware Ace, New York City. 





POSITION WANTED by a responsible experienced salesman to repre- 
sent a well known manufacturer or large jobber in New England. Intelli- 
gent cooperation and the representation of high grade aggressive organiza- 
tion. Would require to exploit their product in this territory. References 
furnished. Address Box I-990, care of Harpware Acz, New York City. 





HARDWARE MAN with 26 years wholesale and retail hardware ex- 
perience desires connection with jobber or large retailer. Capable of han- 
dling most any position such as buying, selling, corresponding and handling 
men. - Best references can be furnished. ood reasons for wanting to 
change position. Location in west or south preferred. Address Box J-21, 
care of Harpware Ace, New York City. 





EXPERIENCED HARDWARE MAN in shelf, heavy and mill supply 
lines, desires to make connection with manufacturer or jobber for New 
York and Metropolitan District. Twenty years selling experience. 








Highest references. Address Box J-6, care of Harpware Ace, New 
York City. 
BUSINESS OPPORTUNITIES 
Set Solid, Minimum of Five Limes.......ccsecccsscescesessss $3.00 
5.00 


1-Inch Box Display.........- pulpit tence en he sssbedoe csese 
Four Consecutive Insertions, 10 Per Cent Discount 





HARDWARE—Housefurnishings, established 18 years, located in the 
best colored section in New York. great deal outside work, the 
right party can make a nice, comfortable living. Reason sickness, willing 
to sacrifice. $10,000 stock. Address Box J-1, care of Harpware AGE, 
New York City. 





FOR SALE—Hardware stock and fixtures in Southwestern Michigan. 
Inventories about $9,000, Must be sold quickly. R. H. Johns, Trustee, 
507 Peck Bldg., Kalamazoo, Mich. 





FOR SALE—Southwest Michigan hardware store in city of 10,000. 
Only one other hardware store there. Inventories about $12,000. All 
clean salable stock. investment for the right party. Buy from 
the Trustee R. H. Johns, 507 Peck Bldg., Kalamazoo, Mich. 





SELLING firm wanted, one that regularly visits furniture manufac- 
turers, upholsterers and supply houses for a good sideline. Long estab- 
lished firms with g-eat distributing power may apply to Box J-27, care of 
Harpware AcE, New York City. 





HAVE office space with warehouse facilities in center of hardware _dis- 
trict with manufacturers’ representative at low rental. Address Box J-24, 
care of Harpware AcE, New York City. 





SALES REPRESENTATIVES WANTED 


Set, Solid, Minimum of Five Limes......... 
l-Inch Box Display........++++:+ ee 


Four Consecutive Insertions, 10 Per Cent Discount. 


eee ee eeeeseeeeseeseeeees 








Salesman to Cover High Schools and Colleges 

to add a combination padlock line for lockers. Commis- 

sion. Restricted territory. Large returns. Old established 

company. Address Box J-22, care of Hardware Age, 
New York City. 











Sales Representatives Wanted 


known builders’ line. Bricklayers, Car- 
peniers and Plasterers’ Tools. For states of Wisconsin, - 
nesota, Kentucky, Tennessee and Virginia. Commission 
basis. Give references and state experience. Address Box 
I-989, care HARDWARBP AGB. 


To sell nationall 











ic 





WE HAVE OPEN for good salesmen calling on retail hardware trade 
several territories to sell high grade line of grass seeds. Commission basis 
with drawing account to right man. Address Box J-19, care of HARDWARE 
AcE, New York City. 





THIS may mean you. We want five men calling on the hardware trade 
to handle profitable fast selling side-line. Substantial commission on origi- 
nal order and protection on repeats. This is a real moneymaker. Investi- 
gate : —, DURABLE PRODUCTS COMPANY, 5005 Euclid Avenue, 

eveland, O. 





WANTED-—Salesmen calling on Hardware Jobbers west of the Missis- 
sippi River to sell our line of Coal Circulating Heaters, Gas Circulating 
Heaters, Gas Radiants and Gas Ranges. Address FOSTER STOVE 
COMPANY, Ironton, Ohio. A 





SALES ACCOUNTS WANTED 


Set Solid, Minimum of Five Limes........cccccccccccessccees 
l-Inch Box Display.........-..se005 eecccccccccccce 


$3.00 
eccccce 5.00 
Four Consecutive Insertions, 10 Per Cent Discount 





._ MANUFACTURERS Sales Agency. A selling organization represent- 
ing four manufacturers of hardware and builders’ lines for 15 years in 
Chicago is in a position to take on an additional line going to jobbers, 
department stores and similar outlets. Have specialized in the introduction 
of builders’ hardware specialties through architects and ders. Pre- 
pared to carry small service stock and to make attractive ground floor sales 
Ganley, Very — references. Address Box I-972, care of HARDWARE 
Acge, New York City. 





TWO SALES EXECUTIVES organizing a sales company in New 
York City desire to represent manufacturer of hardware, building ma- 
terials and kindred lines for distribution to the retail hardware trade, 
building contractor, large industrial consumer and steamship company. 
Can furnish A-1 references. Address Box J-5, care of HarDware AGE, 
New York City. 





HIGH GRADE salesman selling hardware, electrical and radio jobbers, 
department stores and large retailers desires to represent well known manu- 
facturer of tools, cutlery, hardware, household specialties, toys, auto acces- 
sories, commission basis; territory: Iowa, Nebraska, Missouri, Kansas and 
Oklahoma, can furnish Al references as to qualifications and character. 
Services from January 1, 1931. Address Box J-25, care of HARDWARE AGE, 
New York City. 





SALES REPRESENTATIVES WANTED 


Set Solid, Minimum of Five Lines..... 
l1-Inch Box Display. . ° 
Four Consecutive Insertions, 10 Per Cent Discount 


eeeeeeereeseeeseesees 


eeeces 





FACTORY LINES WANTED. Old established Manufacturers’ Agency, 
traveling three experienced salesmen calling on jobbers of Hardware, Mill 
supplies, ctc., in Southern States, are open for new factory connections. 
Address Box J-7, care of Harpware Ace, New York City. 





HELP WANTED 


Special Rate, One Cent a Word; Minimum Fifty Words 








SALES REPRESENTATIVES WANTED 


Tool, hardware, electrical or specialty men calling on the wholesale or retail 
hardware, electrical, paint or housefurnishing trade. Real salesmen wanted 
to introduce three new items never offered before. Every section of the 
country open. Philadelphia manufacturer, established 12 years and doing « 
national business with the most desirable jobbers, would like to hear from 
experienced men who know the trade and who can launch an expansion pro- 
gram. Tell us about yourself, your experience and the class of trade called 
on. Commission contract. 


VOSBIKIAN BROS. & CO., 
180 West Oxford Street 


INC. 
Philadelphia, Pa. 











ae 








SALESMEN WANTED to handle a reputable line of sash cord and 
manila rope. Must be willing to thoroughly cover all hardware and house- 
furnishing retail merchants only, in all parts of territory given. Not a 
side line proposition. Our man must be a producer. Commission paid 
weekly. Knowledge of line desired but not necessary. Information desired 
as to references and experience. Go into detail as to exact territory 
covered. Want one salesman for each of the following 11 territories: 
Northern New England, Southern New England, Wisconsin, Michigan, 
Tilinois, Indiana, Ohio, Maryland and Delaware, Virginia and Kentucky, 
o. Jersey, New York. Address Box J-26, care of HARDWARE AGE, New 
York City. 








EXPERIENCED HARDWARE CLERK—Must be able to speak 
Italian laneuage fluently, and have had a general experience in the hard- 
ware iness, Give age experience, references, and salary expected. 
Address your reply to Box J-11, care of Harpware Acz, New York City. 
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not as @ part of the advertising contract. Every care will be taken to index correctly. 
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FAIRBANKS 


HAND TRUCKS 


A Diversified and Well Built Line 


“Wood for Resiliency— 
Steel for Strength” 


A Type for Every Use 
The FAIRBANKS Company 


BOSTON NEW YORK PITTSBURGH 
Factory: ROME, GA. 


Distribution in all principal cities everywhere 








EXACT MEASUREMENT 


Profit or loss on Screen Cloth is often 
merely a question of cutting it! Un- 
certain measurements are respon- 
sible for much grief.in the sale of 
this essential item. 

This is why it is so profitable to 
handle the Sun-Red Edge line. The 
measuring every six inches and the 
red line along the edge absolutely 
prevent error—besides saving time. 

All standard meshes, full 
line—Black Painted, Copper- 
Bronze and AluminA — the 
kind that wears twice as long 

“as ordinary galvanized types. 

The ONLY trade-marked 

and self-measured screen 
cloth on the market. 


Comes in full rolls 
of 100 feet. Write for 
details and fine selling helps. 


REYNOLDS 


WIRE CO. < 
DIXON, ILLINOIS TRADE MARK REC.U-S- PAT. OFF 











DISPLAY CABINET DI19 


REFILLS: 
.}) D 19 Assort- 
ment: Packed 


Cost dealer $9 per gross sets, sell for $14.40 


DOMES of SILENCE 


are Nationally Advertised 


QUICK SELLERS 
You're sure of a good profit also. 


Ask your Jobber for Genuine 
Domes of Silence and look 
for the name inside of each 
dome. 


If your Jobber cannot sup- 
ply you—write us direct. 


We also make all grades of Sliding Casters, Pin Slides, Felt 
Slides, Radio Felt Feet, Insulated Slides, etc. 


DOMES of SILENCE, INC. 


35 Pearl Street New York City 





Wood 
Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U.S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 
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MADE ESPECIALLY FOR THE 








ELECTRIC 
APPLIANCES 


Send for Your Copy TODAY 









Appliance Catalog for your reference file. me 
we want every interested dealer to have one., 
Just fill in and mail the Coupon and your. copy 
will be sent you promptly. 


Ysomes 





Hardware ond | 
Housefurnishings « 


TRADE 





You'll want a copy of the new Coleman Electric ‘ 


ee ee ae ee ak nee ne ms 


a Se ** =e eo 
— 
> => 





Here's an opportunity 
you’ve never had before. A chance to go 
after the electric appliance business in your 
trade territory under conditions beneficial 
to you! To handle and sell a new line of 
electric appliances designed particularly for 
the hardware and housefurnishings trade. 
A line distributed through your regular 
jobber under a policy that protects you! The 
NEW COLEMAN ELECTRIC APPLIANCES. 


A quality line all through. New Chrom- 
ium Plate finishes. New beauty. Appealing 
new features fully a year ahead of today. 
A line priced to assure you a good profit. 


Here’s the catalog that tells all about 
them. How they operate. Why they are 
so much better. A catalog filled with power- 
ful arguments that make Coleman Electric 
Appliances easy to sell. 


One of the handsomest catalogs ever offered 
to the trade. Profusely illustrated with large 
plates of the products, views of the important 
new structural ,improvements, scenes showing 
the Appliances in use. A beautiful example of 
the printer’s and engraver’s art. A catalog that 
shows today’s most striking and advanced line 
of Electric Appliances . . . richest in profit 
opportunity for you! 


THE COLEMAN LAMP & STOVE COMPANY 
ELECTRIC DIVISION 


General Offices: Wichita, Kansas, U.S. A. 
Factories: Wichita, Chicago, Toronto 
Branches: Philadelphia, Chicago, Los Angeles (ED2) 







































The Coleman Lamp & Stove Company 
Electric Division, Wichita, Kansas 


Gentlemen: Would like to have a copy of the new 
Coleman Electric Appliance Catalog No. 1. Send to 


Name __ x Rs en pt tn ae Oem 


Address - —_ ; ee ee. 
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NEW YORK WIRE CLOTH COMPANY 
announces a new product 


ALDURA 


ALUMINUM 
SCREEN CLOTH 


and 


a merchandising plan that 
will put additional profits 
into your wire cloth sales 


v 





DETAILS AND SAMPLES 
FROM YOUR JOBBER, OR WRITE 


NEW YORK WIRE CLOTH COMPANY 
342 MADISON AVENUE ~ NEW YORK CITY 











